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FUJITSU 


Fujitsu hard disk drives from Supercom 

Capacities from 1.28 to 9.1 Gigabytes now shipping! 

With third-generation MR head and PRML technology, Fujitsu's family of 3.5-inch drives feature higher performance 
and even greater reliability — as high as 1,000,000 hours MTBF — with a warranty that’s carved in stone. It’s the 
kind of commitment you can only expect from $50 billion Fujitsu, the world’s second largest computer company. 








Jasar- 


Supercom 


Vancouver Tel: (604) 276-2677 Fax: (604) 276-0807 
Toronto Tel: (905) 415-1 166 Fax:(905)415-1177 
Montreal Tel: (514) 335-1 166 Fax:(514)335-9326 

Nationwide Toll-Free Inquiries 1-800-949-4567 




Solutions In 
Computer Distribution 


IS BIG ON 

M^or ... AND VICE VERSA. 


Featuring 

MAXTOR 7000 Series 
with EMPAC'S 
Power Pricing 

MAXTOR'S 3.5" 
hard drives indude: 

• Enhanced IDE interface m 

• logical block addressing to T 

break the 528MB DOS barrier * 

• PIO transfers of 1 6.6 MBytes/Sec I 

on certain models \ 

• DMA multi-word transfer support I 

• Compatibility with MAPI devices \ 

• MaxCache multi-segmented, % 

workload-sensitive buffer maximizes 
throughput for sequential operations 


Industry leading reliability 
Whisper quiet operation 
Quick and easy installation 
"No QUIBBLE- Service" 
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Acer & Comtronic 
Total Component Solutions 


Why Not Deal With The Biggest? 


pentium 


;o build a computer. Much less a business. Switch to Acer components. Even- Acer product meets the toughest quality standards in the 
industry. And that includes just about every kind of component your system needs. Erom monitors and keyboards to motherboards, sound 
cards, chassis, and CD-ROMs, AcerOpen has it all! And you'll rest easy knowing every Acer component works together. It’s proven every- 
day. As a matter of fact. Acer built the world’s fifth largest PC company around these parts. At Comtronic, we’re your one-stop Acer 
source. Our warehouses are packed to the ceiling with Acer quality products. And all at prices that figure to leave you plenty of margin. 
Call Comtronic, Canada’s largest AcerOpen Distributor, now tor quality and quality that adds up. 


^Comtronic 


Acer OPEN 




EDITOR'S DESK 


Who Is Your Customer? 


Know your customer — 
it's one of the first rules of 
business. Yet. it’s ever so 
crucial, as truly identify- 
ing and understanding 
your clientele will enable 
you to provide the right 
products and services: 
and will yield a base of 
satisfied, loyal patrons. 

Shopping for a home computer recently. 1 
found myself with a rather pernickety spouse. 
(Not that that should have surprised me. 
Christmas shopping, for example, is never 
complete until we've carefully examined and 
compared each item in every store, in at least 
three different shopping malls. 1 kid you not.) 

In any event. I quickly saw he wasn’t 
going to be satisfied with any old off-the-shelf 
system. Rather, he had a very specific list: lie 
wanted: an Intel Pentium processor, an ATI 
graphics card, a Sony-manufactured monitor, a 
Microsoft ergonomic keyboard — etc., etc. 
And. all along the process, he wanted to be able 
to talk to a knowledgeable, technically oriented 
salesperson about the relative merits of each 
component option. 

And so be it. Whether a home customer 
picks up a box off-the-shelf; commissions a 
particular configuration from their reseller: or 
buys the pieces to assemble their own PC 
I thank goodness he didn’t try that) — it's a 
major purchase decision. 

— as they're often talking about multiple sys- 
tems that will be used to run the business of 
their companies. Moreover, they're faced w'ith 
such real concerns as: compatibility, connectiv- 
ity. standardization and security. 

What's The Point? 

The point is: You need to be able to meet the 
needs of your particular targeted customer 
audience — whatever those arc. And. you’ve 
got to do that within the cost-constrained, com- 
petitive market-place that is today's reality. 

In this issue of Canadian Computer 
Wholesaler, we address a number of topics per- 
tinent to the subject of having a business focus 

— and properly equipping your company for it. 

In "Walkabout Highlights Differing 
Reseller Models." (page 58). columnist 
Graeme Dennett examines some of the various 
business models popular among Canadian and 
U.S. resellers — all providing various levels of 
service offerings. 

In "To Build Or Not To Build." (page 
12), author Gary Davies analyses the strategy 
of resellers who are assembling and configur- 
ing systems for their customers. Indeed, as 
name-brand PCs have dropped in price, it is no 
longer easy to offer substantial discounts on 
no-name or house-branded PCs. 


Yet. as evidenced by the story of my hus- 
band — there are at least some users who want 
to play a bigger role in deciding the make-up of 
their systems. But meanwhile, certain distribu- 
tors arc offering configuration services — 
promising resellers they can see reduced costs 
by outsourcing that behind-lhe-screens work. 

"The Training Quandary." by Paul 
Weinberg, (page 44). discusses the pros and 
cons of investing your dollars in paying for 
what can be rather expensive staff training and 
certification. Obviously we're all struggling to 
keep up with the latest technology advances — 
yet the vendor-sponsored training and certifica- 
tion programs on the market can be time-con- 
suming, costly and may not always meet all of 

Certainly you should be vocal to your 
suppliers about what you expect from them on 
the training front. As well, a number of vendors 
and distributors alike regulariy offer free prod- 
uct training sessions — make an effort to take 
advantage of those. Give them feedback — on 
what's useful and what isn't. After all — in that 
scenario, it's you who's the customer. And the 
customer needs to be properly serviced, right? 
Putting It Together 

When it's all said and done — it's up to you to 
build a business model that will reap a solid 
customer base which values and respects your 
services, while allowing you an opportunity for 
a decent profit. 

Maybe it's time to rewejgh your practices 
against that premise. Do you need to be more 
flexible in the types of configuration and ser- 
vices you supply to your customers? Or. con- 
versely. if brand-name systems, and/or distrib- 
utor configuration services better fit your needs 
- perhaps your resources are better spent on 
storefront staff and increased marketing efforts. 

The training issue ties in to that — while 
everyone representing your operation should 
have a basic level of technical knowledge, are 
you trying to market a particular expertise to 
your clients? If so. are you investing in suffi- 
cient staff training to truly back up those 
claims? (If you arc. don't forget to follow up 
your investment by making a big deal out of the 
skills that you have: display your certifications 
prominently in your storefront, your offices 
and in your marketing materials.) 

What Do You Think? 

As always, we'd love to hear from you. What 
are your thoughts on our magazine, the issues 
we address and the industry in general? Send 
us a letter, u fax or an E-mail with your com- 

Meanwhile. watch out for that spouse of 
mine. He's out shopping for more RAM. and 
has some questions... 

Grace Casselman 
Editor 
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Just Plug it in! 

With Accton its that simple! 


Has your current Ethernet Network got you pulling 
your hair out? Is it too slow? Is it too troublesome to 
upgrade? Accton's Fast-Ethemet family of products 
has the answer. Accton will give you high performance 
without the hassles! 



Our Products are fully compatible with all existing 
Ethernet networks. Designed for Plug & Play 
installation, upgrading is easy. Accton Fast 
Ethernet, Switches, and Routers give immediate 
performance gains without additional infrastructure 
expenses. 

F or more information on our Fast Ethernet Cards, 
Hubs and Routers, call your Canadian Accton 
Distributor today or visit our web-site. 


TIC DATACOM CANADA 
Tel: (604)608-0288 
Fax: (604) 608-0286 



ylccran 

Just right for workgroups 

ACCTON CANADA 
Tel: (604) 214-0768 Fax: (604) 214-0728 
URL: http://www.accton.com.tw 



PUBLISHER'S DESK 


Disney model heralds change 

Entertainment software may see evolving channels and packaging 


i is what the lady from Disney 
Interactive said when I was invited 
m to Anaheim. Calif., for a con- 
ference recently. It sounded like an 
I, invitation too hard to resist. In reality, 

‘ 1 1 I never made it past the gates into 

Disneyland, having to satisfy myself with slaying in 
the Disneyland Hotel, right next to the Fabled 
Kingdom. It was still an interesting trip on a number of 
levels — and I saw several implications for the reseller 
channel. 

Like it or not, Disney is a large market force in 
any industry it plays in. Disney Interactive has appar- 
ently become quite successful since its launch two 
years ago. Disney has since launched more than 30 
new PC titles — most of them cross-platform. Mac and 
Windows. In 1095, Disney claimed to have five of the 
top-selling children's CD-ROMs. In 1996. the compa- 
ny has four out of the top five positions on the chil- 
dren's software charts with titles such as Toy Story. 
Pocahontas. Winnie the Pooh and The Lion King 
Activity Center. (Disney Interactive's products arc dis- 
tributed in Canada by BVA Video Ltd. and Bcamscope. 
Check out Disney on-line at www.disney.com.) 

One of the product lines that Disney Interactive 
was touting at this event was called Hot Shots. This 
product line is a harbinger of things to come on at least 


Packaging 

The first level of change is the size of packaging. Many 
consumers, myself included, often notice the silly illu- 
sion that comes with most entertainment software. 1 
call it the "big empty box" syndrome. You buy a pack- 
age for S30 to S50. take it home, unpack it. and find 
that it consists of a CD-ROM jewel case and a regis- 
tration card. 

Hot Shots is Disney's answer to this problem 
with a package size that is about the size of a video- 
cassette. but about half as thick. It is too big for a 
shoplifter to pocket, but not so big as to irritate con- 
sumers. I think it is a great size and should appeal to 
retailers as well, because it won't take as much shelf 
space. If I walk through an average well-stocked com- 
puter store these days, more often than not resellers are 
putting the computer game boxes with the spines out 
because of a shortage of shelf space. Disney's new 
attractive size should help everyone. With the 
promised coming of DVD for music, computer games 
and movies in the next year or so. 1 hope this packag- 
ing size becomes an industry standard. 

The second level of change is the price point. In this 
case, with Hoi Shots, that's a less than S20 price target 
for a software package, with about a 30 per cent mar- 
gin for resellers. For now. these Hot Shots games are 
just pull-outs from a larger game package. For exam- 
ple. if Disney does a S50 to S60 Toy Story game, it 
might include eight to 10 games within the CD. The 
"impulse-priced” Hot Shots package would pull out 
one of these games and make it a stand-alone. 


I had a discussion with a couple of marketing 
managers, who agreed with me that there is a big price 
barrier on many games. But the Hot Shots line is 
designed to allow consumers to buy without really 
thinking about it. i 

However. I would suggest Disney should consid- 
er bringing the overall price point down for the entire 
Toy Story eight-game bundle to under the S20 price 
point. My theory is that the company would sell not 
twice as many games, but three times as many. Many 
more people would be enabled to buy the games. 
Disney's cost of production on a software package is 
so low. that once the development costs are amortized, 
they would be profitable even at the lower price point 
and sell more titles. 

The video industry went through this phase a 
number of years ago now. Initially they tried to sell 
movies for S50. All but a few consumers rejected this 
price point. When they brought it down into the S20 
range, it became a no-brainer for many more people. I 
believe that this will happen in the computer/video 
game industry as well. TTie stranglehold that compa- 
nies like Nintendo and Sega have had over the video 
game has made the pricing artificially high. With many 
more companies entering the market for PC games. I 
believe it is only a matter of time before these prices 
drop. 

Target Locations 

The third innovation 1 noted is where Disney 
Interactive targets its games for reselling. Although the 
company has no plans to abandon the traditional com- 
puter stores, list of mass merchant locations to sell 
these products include Walmart and Price Club — 
stores not traditionally associated with computer 
games sales. They plan to put them next to the video 
retail racks in such stores. This signals a shift back to 
more traditional store channels for computer games. 
This is both a positive sign, because it heralds the 
increasing consumer acceptance of computers, and a 
challenge for traditional computer resellers, who now 
have yet another player to compete against. 

Canadian angle 

There is even a Canadian angle to the Disney story. 
The company recently bought the defunct Sanctuary 
Woods computer games development studio in 
Victoria and plan to develop interactive titles there. On 
the other side of the country. Disney is harvesting 
Sherwood College grads to work in their animation 
projects, both in Canada and in California. (On the 
negative side, one Canadian writer with me on the trip 
suggested it was a actually a brain drain of Canadian 
animation talent heading for Disney.) But. Disney is 
developing a Canadian studio for animation — at this 
point primarily for clean-up of feature films. 
According to Disney Canada, in the future the 
Canadian studios will be bidding on larger jobs. 


Douglas Alder 
Publisher 
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With such features as a large 1 1.3" SVGA or 12.1" XGH 
Active Matrix LCD screen. Infrared port for wireless com- 
munications. Pentium CPU. 6x CD-ROM drive. Glide Pad 
Finger Mouse, and brilliant multimedia stereo sound sys- 
tem. Sharp Electronics is writing the next chapter in note- 
book computing. 

introducing the Sharp PC-9030 and the PC-9080 state-of- 
the-art, high-performance, notebooks— multimedia solu- 
tions your customers can take on the road! 

Available at: 

Pro-Data Inc. 

6-854 Marion Street 
Winnipeg. MB. R2J 0K4 
Tel: (204) 231-0590 
Fax: (204) 231- 0480 


Designed and manufactured by Sharp — that means 
proven reliability backed by national service support net- 
works. incentives and our experience that only the leader 
in mobile technologies can provide. We not only give 
your customers high performance notebooks, but give 
you the tools to make profitable sales and post sales sup- 
port like the Sharp Rapid Exchange Program. 

We're looking for resellers to be part of the Sharp Team. 
Commited to providing value, high performance, power 
and technologies virtually unmatched by the competition. 


Pro-Data Inc. 
3424-25th Street 
Calgary, AB. T1Y 6C1 
Tel: (403)250-8881 
Fax: (403) 250-7706 
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FROM SHARP MINDS 
COME SHARP PRODUCTS 



After the fourth week I give up. 1 
:anccl the order. 

Defeated. I walk to the computer 
store to buy my new computer. 


. David Jagt 
74367.3205@compuserve.com 


uustomer touna on-line KU-Duying a neaaacne 


On-line shopping is a wonderful thing. 
No need to visit a store in person, just 
point and click. Almost everything you 
can think of is for sale over the Internet. 
Sounds greal. eh? Well, things can still 
go wrong and believe me they do. 

Recently I decided to upgrade 
everything on my computer (basically 
this means buying a new computer). So I 
checked out (he Shopping Mall on 
CompuServe — lots of companies selling 
their computers in a secure environment. 

So I pick one that sells the computer 
I want, [An American on-line computer 
store], winner of six PC World best-buy 
awards, as the 1-800 number tells me 
every time I called — and I did have to 
call. The price is reasonable, so I put the 
order in my electronic shopping cart and 
head for the checkout. Fill in the appro- 
priate information and my order is sent 
off to Texas where they begin assembling 
my computer. A week later I am begin- 
ning to wonder how long it will lake, so I 
cull them on their 1-800 number. 

After a bit of a run-around 1 am con- 
nected to the salesperson who handles 
international sales via CompuServe. 

He tells me that my computer has 
not been shipped, it takes seven working 
days to assemble and then 1 can expect 
delivery in five working days. Great! I 
am drooling in anticipation of my new 
computer. 

A week later I still do not have it. so' 
I call again. Well it was shipped, but tht}; 
complete address (apartment number) 
wasn't given to the shipping company. 
Okay. fine, mistakes happen. 

I am philosophical abpmjit^ 
ine the courier coming jqyo myjj 
looking at the label aiufshruf 
shoulders, turning about, and 


back to the depot where an inquiry will 
be sent back to the company about the 
address. 

I was thinking it would just take a 
phone call and a day or two for the next 
attempt at delivery. How wrong I was. 
Alter waiting another week, I call |the 
on-line store) again. What is happening. 
I ask? The sales rep. Iras sent an fi-muil 
to his shipping department advising them 
of the corrected address, but has not 
received a reply yet. 

Why not. I ask.' Well they can't find 
the shipping number, because of comput- 
er problems. Without the shipping num- 
ber they can't tell the courier company 
what parcel they are talking about. 

My head spins. 1 call every day that 
week, asking when I will receive my new 
computer. No progress. I feel ama/cd 
that something so simple should be so 
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Window 
To Your 
Mind’s Eye 




JjMii AaJtaJuMi 



Samtron's 17" monitors offer pictures so crisp, so clear, they 
truly provide a window to your mind's eye. Winner of Byte 
Magazine's Best Monitor Overall for Image Quality award, praised 
by Wndows Magazine (“‘You'll Like What You See") and highly 
recommended by PC Digest & Ratings Report, Samtron's 17“ 
monitors offer flicker-free resolution, sharp edge-to-cdge focus 
and energy-saving features perfect for the home or office. 

And they just got better. Our next generation of 17" monitors, 
the SC-728FXL and SC-726GXL, feature digital on-screen 
controls, ergonomics and 15.7" viewable, flat-square screen 
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displays with fine dot pitch. Plus, they're both Plug & Play 
compatible making them ideal for use with Windows 95. In 
addition, both models offer Dynamic Focus for maximum clarity, 
INVAR Shadow Masking for increased brightness with less 
distortion and a ClearScreen Coating " which reduces screen glare, 
eyestrain and fatigue. All this, and a limited 3-year warranty, at 
pleasantly competitive prices. 

For more information on these models and our full line of 14!' 15" 
and 20" high-quality monitors, contact Samtron today. We'll open 
up a window of possibilities, and give your mind's eye a better view. 


BUSINESS 



THIS IS THE QUESTION RESELLERS ACROSS 
THE COUNTRY HAVE BEEN ASKING THEMSELVES 
FOR THE LAST YEAR 


When Ban Ullrich started Sector Computer 
Systems in Calgary a couple of years back, 
he knew he would need to hire some techni- 
cians to build systems. After all. he said to 
himself — there's more to this resale game 
tluin just, well — reselling. 

"Building systems is a major part of our 
business." Ullrich says. "People don't always 
want run-of-the-mill. Sometimes they want 
something a little bit different." Ullrich says 
specially built systems account for SO to 60 
per cent of his business; and he keeps four 
technicians on staff to serve that purpose. 

Shaf Quadri is of the same school as 
Ullrich. The owner of Ascot Business 
Systems says his Calgary company has been 
in the building business since 1992. "We. of 
course, sell name brands as well." Quadri 
says, "but built systems are quite popular. 
Sometimes we get requests for special con- 
figurations that are not in brand name sys- 

But to say industry analyst Bob 
Pritchard disagrees with these resellers 
would be an understatement. "I think 
resellers who are still assembling their own 
systems arc wasting their time and money. 
There's just no [profit] margin there any- 

The president of R.J. Pritchard & 
Associates Ltd., in Markham. Onl. says most 
distributors will now build specially config- 
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by Gary Davies 

ured systems for resellers — a service he 
says they should be taking full advantage of. 
"They will configure it and load the required 
software prior to shipping it." Pritchard says 
this configuration service has been offered 
by the majority of distributors for the last IK 
months. 

But Ullrich isn't as sold on the idea. “If 
you ask [the distributor! for something spe- 
cific it's usually a hassle. And sometimes 
they don't have what you need." 

Distributor Configuration Services 
It hasn't taken long for most distributors to 
jump on the configuration centre bandwag- 
on. but arguments persist as to how far dis- 
tributors should take the idea. Ingram Micro 
Inc. (Canada) has a configuration centre in 
place, but it only handles low-volume, high- 
end products. 

"There are some resellers out there who 
see this as distributors trying to undercut 
them." says Andrew Kieran. senior vice- 
president of purchasing and products for 
Ingram Micro. "Wc have to remember the 
distributor exists because it has successful 
resellers as customers." Ingram Micro does 
offer a configuration centre for every one of 
its products in the United Sales, but u similar 
centre is not in the offing for Canada. "At 
least not until our customers ask for it." says 


Distributor Globcllc Corp. joined the 
configuration centre game this past March. 
But Mary Anne Guns. Globcllc’s director of 
marketing, defends her company's decision 
to enter new territory. "We're not taking 
business away from resellers." Cans says. 
"We're offering this as a value-added service 
to our customers." 

This service is known as the Peak 
Performance Configuration Centre, housed 
in the company's Mississauga Ont. office. 
The centre is staffed by one manager and. 
depending on the number of orders, can 
house anywhere from one to 10 technicians. 
"Its purpose is to assist a Globcllc customer 
who is a VAR." Gans said. "Maybe it's com- 
ing down to the crunch time and they need 
some help. Or perhaps it's vacation time and 
they need some extra hands." Gans says it's 
up to the VAR to decide which system is 
more cost-effective — letting Globclle han- 
dle it or hiring a couple of technicians. 

Sharon Spring, vice-president of mar- 
keting at Merisel Canada Inc., couldn't agree 
more, which is why her company set up a 
configuration centre last year. “It's a value- 
udded service to the reseller and it's totally 
their call as to whether they would like to use 
our services or not." Spring said. "The 
reseller has to weigh off the benefits of doing 
it in house, or giving it to us. It's usually more 
cost-effective to use our service if its a high- 
volume order." 
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BUSINESS 


I think resellers who are still assembling their own 
systems are wasting their time and money." 


— Bob Pritchard 




People don't always want run-of-the-mill. 
Sometimes they want something a little bit different." 


— Bart Ullrich 


I have to look after my customers if I want their 
business." 


— Said Rizk 


The majority of U.S. resellers have been 
out of the building game for the last couple of 
years, says Glen MacLean, national director of 
reseller services for Merisel. “This move to dis- 


tributors is happening much more slowly here 
in Canada. There seems to be a real reluctance 
here and I can't see us moving completely to the 
[U.S.J model for two to three years." 



MacLean said resellers should 
remember they would still be the ones 
who deal face-to-face with the end-user. 
"All we’re doing is trying to take away 
the costs, we're not trying to forge a rela- 
tionship with the end-user. Resellers need 
to think about how much they're spend- 
ing for warehouse space, security that 
space, the cost of hiring technicians, etc. 
We can totally eliminate a lot of those 

Michael O'Neil, senior vice-presi- 
dent for International Data Corp. (Canada) 
Ltd., says all that the distributors are try- 
ing to do is remove a burden front the 
shoulders of the reseller — if they're smart 
enough to take advantage of it. “Why 
would you want to do it yourself if you're 
the reseller?" O’Neil asks. "Most organi- 
zations just don't have the resources they 
need. It's really a poor return on assets 
from a reseller’s perspective." 

Friendly Neighborhood Reseller 
Despite such recommendations. Said 
Rizk has bet his entire business on the 
hope end-users would prefer their spe- 
cially configured systems be built by 
their friendly neighborhood reseller. For 
the last 10 years. 4-Star Computers in 
Calgary has sold nothing but personally 
built systems. 

"Sometimes we just can't get the 
product." said Rizk. 4-Star manager. "We 
have found there is some difficulty get- 
ting specific products during the busier 
times of the year — like now and at 
Christmas." 

But that’s far from the norm, Rizk 
said, noting most customers leave 4-Star 
Computers happier than when they came 
in. Why? Because diey mist Rizk and are 
relieved hardware support is just a short 
drive down the street, he said. 

“The problem with distributors is 
they're usually out of town and they 
charge a lot,” said Rizk. noting when you 
add the building costs to the shipping 
costs and handling tag, “the price is just 
too high for some resellers." 

“Plus. I have to look after my cus- 
tomers if I want their business. With dis- 
tributors, if you have any problems it could 
be 10 days before it's fixed. Here, you usu- 
ally get same day service — and you know 
who you're dealing with." 

Gary Davies is a journalist based in 
Calgary, with a specialty in high-tech 
reporting. 
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OPERATING SYSTEMS. 


Tough 

road ahead 

Apple 


by Edward Trapunski 

The hoopla surrounding ihe Microsoft 
introduction of Windows 95 made Aug. 22. 
1995, scent like a national holiday. On the 
other hand, when Apple Computer Inc. 
announced one month later that it would 
license its Macintosh personal computer 
operating system, the announcement was 
greeted with what some might call a thud 
of indifference. 

Yet now some of the industry big 
boys are playing the MacOS game — as 
IBM and Motorola Corp. have announced 
OS licensing agreements with Apple. 

But despite the fierce competition for 
this sector — Mighty Microsoft enjoys 
overwhelming desktop dominance. 
Microsoft owns more than 80 per cent of 
the operating system market. Apple has 
about nine or 10 per cent, while the others, 
including IBM's OS/2 share the rest. 

By licensing its operating system. 
Apple, along with IBM and Motorola, 
(both partners on the Power PC platform), 
is trying to break the stranglehold 
Microsoft has on the market. It is also a 
way for Apple to reinvent itself after sever- 
al disastrous financial quarters. 

Apple has never before condoned the 
manufacture of clones. By keeping its 
technology proprietary it felt it could 
maintain quality and reliability. As a result, 
its prices have been higher than Windows- 
based computers. The prices for the pro- 
posed licensed computers will be below 
what Apple charges for a comparable 
product but still more expensive than 


How to Add Value to 
Operating Systems 

Are you fully leveraging 
your opportunities in the 
OS selling process? 


From the beginning of desktop computing, 
operating systems have meant headaches for 
resellers, because they've given end-users 
grief. 

However, they have also delivered 
resellers opportunities to add value — by 
taking care of customers and customizing 
systems for optimum performance. 

As Windows 3.x became the operating 
system most computer users loved to hate. 
Apple's MacOS and IBM's Warp struggled to 
make a dint in the in the consumer OS mar- 
ket. Today IBM has all but abandoned the 
consumer OS market and 
some Mac enthusi- 
asts are concerned 
about the perception 
that Windows 95 has 
left them behind. 

While Window; 

NT 4.0 (which emu- 
lates the Win95 GUI) 
and IBM's Warp 4 offer 
users 32-bit processing 
and greater stability, they 
run on high-end PCs or 
workstations that cost more than many con- 
sumers want to spend and are targeted pri- 
marily at the client/server environment. 

So. do resellers and OS manufacturers 
feel OSs in themselves presented value-add 
opportunities? 



Put The First Things First 

To minimize post-sale problems, resellers 
should qualify customers and match the right 
box and OS with customer needs, according 
to Jim Schjelderup who runs Simply 
Computing, a Mac retail outlet in Delta. B.C. 
“We sell not what we want to move but 
absolutely the best system for the customer." 
Once he's qualified the customer, 
Schjelderup makes sure his systems are 
"ready to go so customers can plug them in 
and turn them on when they 
get home." 


seller 


agree 




do upfront, 
the less likely it is that the 
user will experience prob- 
lems. "That may be the 
greatest value you can 
add. keeping the cus- 
tomer satisfied from 
the word go." says 
Carl Harr of WestWorld 
Computer Ltd. in Edmonton. 

To ensure consumers are knowledge- 
able about operating systems, some resellers 
offer OS orientation courses. Some, feeling 
an ounce of prevention equals fewer support 
calls, run free seminars. Others, like Hall, 
charge a nominal fee for seminars. 

Schjelderup. however, stopped running 
introductory courses but continues to add OS 
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equivalent Microsoft-Intel competitors. 
Apple will continue to certify that all sys- 
tems sold with the MacOS comply with 
Apple’s design requirements. 

Along with Apple. Motorola and 
IBM have made a sizable investment in 
the PowerPC microprocessor on which the 
Apple product line is based. If Apple doesn't 
make a striking comeback, they both lose 
a considerable chunk of cash, even for 
these giants. Analysts had expected more 
players on board at this stage and a greater 
volume of product shipped. "I wouldn't 
expect any huge inroads to be made over 
the short term." says George Bulat, man- 
ager of PC research for International Data 
Corp. (Canada) Ltd. “By next spring we'll 
see an increase in sales for the Mac oper- 
ating system. But I don't expect phenom- 
enal growth rates that will have a signifi- 
cant impact on Microsoft, not even for the 
five-year forecast that we have." 

By being proprietary with its OS for 
so long. Apple missed the advantage 
Microsoft and Intel acquired through the 
hardware and software OEM sub-industry 
creating clamor for their technology. 
Instead. Apple has been the only one 
banging the drum for the MacOS plat- 
form. Through its proprietary status Apple 
created a tight integration of the software 
and the hardware, a difficult combination 
for someone else to crack in order to attain 
the expertise to build the systems. 

Apple's licensing strategy has been 
to evolve the procedure in stages. Initially, 
there were a handful of players in the 
Apple orbit who would duplicate the 
Macintosh system design with a small 
amount of differentiation. For example. 
Power Computing, a small mail-order dis- 
tributor. was formed specifically to clone 
Mackintoshes for as little as USS1000. 

Next, the IBM and Motorola deals 
are intended to defend the traditional edu- 
cation and desktop publishing markets — 
and their reputations and world-wide mar- 
keting clout could open the doors to some 
corporate boardrooms. 


value by renting out training video tapes that 
have “proven to be incredibly popular." He 
focuses on keeping clients happy from the 
start by installing late-breaking updates, 
freeware virus protection and appropriate 
printer software. “When you give a little, you 
get a lot in return from repeat business." 

Here's How to Add Value, Mac 


Windows resellers. In addition to training 
and customization, one of the largest value- 
added opportunities is in helping 1 6-bit 
Windows users migrate to the 32-bit Windows 
environment. 

"That's one of Mac's 
major values. There are 
fewer nagging calls that 
you have to solve but 
can't charge for." 

— Fernando Palladina 


While Mac has lost out to Windows in the 
battle for OS supremacy. Mac resellers arc 
dedicated and optimistic people. "We don't 
represent the majority of the computer-using 
population but we get our fair share of the 
business," says Harr. 

Taking a poke at ‘Winter resellers, he 
says value-added opportunities are difficult 
to come by for Mac resellers “because every- 
thing integrates so seamlessly with the 
MacOS.” Still, he adds value by offering on- 
site and carry-in service warranties and net- 
work installation. 

Fernando Palladina. president of 
Microscrv JBF Inc. in Dorval. Que.. also 
says "less support" is required for the 
MacOS compared to Windows, "That's one 
of Mac's major values. There arc fewer nag- 
ging culls that you have to 
solve but can't charge for." 

This is also a negative, he 
says only half in jest. “If 
we were selling Windows, 
it would be far easier to 
sell support contracts." 

However, since hit 
staff are not busy solv- 
ing OS problems they 
are free to focus on sell- 
ing additional software and peripherals. 
While it’s easy for Mac users to put together 
small networks using AppleShare. Palladina 
says he has to remind customers seeking 
client-server solutions that Mac clients — 
like Win95. NT and Warp clients — work 
just fine linked to Novell. Windows NT or 
OS/2 Warp servers. 

Now that most Macs are Internet-ready 
with Mac TCP. intranet and peer Web set-up 
opportunities are also emerging for Mac 
resellers. 

Open Windows on Value-Add 

But it's primarily a Windows world. So it's 
no surprise that Lillian Lauritzen. product 
manager for desktop operating systems. 
Microsoft Canada Inc., feels “the value 
added opportunities are quite huge" for 



fewer nagging calls that 
you have to solve but 
can't charge for." 

— Fernando Palladina 


The Gartner Group Inc., in Stamford. 
CT. estimates the cost of migrating a single 
PC to Windows 95 can cost up to USS7I7. 
According to market data, the estimated 
market for Windows 95 migration is USS6 
billion. 

Migration potential is so huge that 
Digital Equipment of Canada Ltd. has devel- 
oped Digital Technology Migration Services 
for Windows 95 to manage everything from 
Windows 95 implementation to training and 
support. "Organizations 
i are being forced by end- 
users. many of whom arc 
running Windows 95 at 
home, to migrate" to 
Windows 95 on desktops 
or Windows NT on work- 
stations. says Roger Egan. 
Digital's Kanata. Ont.- 
based technology migration 
services program manager. 

Help Out With Migration 

For most organizations, major OS migrations 
may happen once every few years so "it's 
hard to get good at this." says Egan. 
However, resellers specializing in migration 
services can add value through their experi- 
ence — helping organizations avoid migra- 
tion mistakes and even taking over Help 
Desk functions during and after the migra- 

The Digital migration team recently 
upgraded more than 100 workstations in the 
Metro Toronto Transportation Department to 
Windows 95 — leaving the organization bet- 

“What would have taken six months of 
work on our part ended up taking eight days 
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“We have worked wilh Apple lor a long time as a chip sup- 
plier. This is one more step in our relationship." Paul Holt. 
Motorola Canada's Computer Group's vice-president and gen- 
eral manager says. "We are allowing a wider variety of operat- 
ing systems to he available under the PowerPC platform." 

"Both Motorola and IBM will act as arms and legs for 
Apple." says Pam Olson, PowerPC marketing director for 
IBM's microelectronics division in Austin. Tex. "1 don't 
think they could have gone to the next level of licensing by 
themselves.” 

When the Motorola Computer Group bought the right to 
license the operating system late in February it slated it would 
look to its existing channel of corporate resellers. VARs. sys- 
tems integrators, and aggregators help sell it to business users. 

With the announcement in September of the StarMax fam- 
ily. iLs first PowerPC-based. Mac-compatible systems it turned 
to its key distributor partnerships in Europe, Japan and China 
and in North America (Entcx, Access Graphics. PC Wholesale. 
MicroAge. Ingram Micro and EMJ Data Systems as well us 
mail order distributors such as MacWarehouse and Direct 
Alliance Corp.). 

The Motorola StarMax Mac O/S computers, hacked by a 
five-year warranty, arc also capable of supporting both Mac and 
PC peripherals. 

"This is not a religious conversion." says Holt "We're not 
out to say if you like Microsoft to move to the MacOS. What 
we are looking for from the dealers and the VARs is to gel the 
word out that there is a new product with capabilities that 
weren't available prior to this." 

"We have a operating system platform. They have one as 
well. We strongly support both platforms.” says Lillian 
Lauritzen, Microsoft Canada's desktop OS product manager. 
"We have a variety of applications for the MacOS. If Apple is 
licensing and doing more to broaden its scope it's great for us 
as well.” 

Motorola became the first vendor with the privilege of sub- 
licensing the MacOS to other manufacturers in OEM and pri- 
vate label agreements. IBM and Motorola arc sub-licensing the 
Apple technology to manufacturers in Taiwan and China, not 
traditional markets for Macs. 

Motorola has a relationship with the Taiwanese mother- 
board manufacturer, SOYO Computer Inc., to make clones for 
the consumer market, plus a joint venture with Nanjing Panda 
Electronics Co. to assemble and distribute MacOS -baseil desk- 
top systems in China. Mitsubishi will be the leading distributor 
of the Motorola StarMax systems in Japan. 


Many corporations and small bus 
OSs, want Windows 95 or NT . 
the opportunity to sell hardwar 
systems. And since Windows 
NT is Internet-ready, there arc 
opportunities for resellers to 
set up and customize corporate 
intranets or peer Web systems 
on smaller networks. 


says Andrew Bell, manager 
Transportation Department, 
tsses. requiring more robust 
their computers. This gives resellers 
upgrades or more powerful computer 


"Optimized for the 
32-bit environment. 
Merlin really exploits 
the Pentium or Pentium 
Pro CPU." 


- Max Haruon 


Warped But Working 

According to Max Haroon. 
president of The Internet 
Resource Centre Inc. in 
Richmond Hill. Ont.. Windows NT comes much closer in functional- 
ity 10 OS/2 Warp 4 than Windows 95. However. Warp is the only true 
multi-tasking, multi-threading OS. the IBM BESTeam member says, 

“Optimized for the 32-bit environment. Merlin really exploits the 
Pentium or Pentium Pro CPU." 

Warp 4 gives resellers the opportunity to add value in the areas of 
voice navigation and voice dictation training and customization, says 
Haroon. Set up properly, users can even surf the 'Net using voice. And 
resellers can develop voice applications for vertical markets like the 
legal and medical professions. When it comes to using Warp on net- 
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"The opportunity to sell a new brand, and the peripherals 
and software that get bundled in with this clone system, tends to 
create some fresh excitement around the MacOS platform that 
resellers should be happy about." says Lamar Potts, vice-presi- 
dent of OS and technology licensing for Apple Computer Inc. 


In May. IBM's microelectronics division finalized its 
licensing agreement and immediately sub-licensed the technol- 
ogy to Tatung and DTK (Data Tech), two lower-priced mother- 
board manufac- 
turers in Taiwan, 
and signed an 
agreement with 

marketer in Japan. 

Until now to 
clone a Mac. not 
only did you have 

to buy the operating system from Apple, you had to buy the 
hardware from them as well, limiting the ability to differentiate 
either by capability or price. 


"By enabling the MacOS 
market-place we want 
to sell more PowerPC 
microprocessors." 

— Olson 


Tlte IBM PC division hasn't announced any plans for an 
IBM Mac brand but both Apple and IBM verify that they are 
working together on a notebook computer. 

"The Mae business is our volume business lor the 
PowerPC." says IBM's Olson. "By enabling the MacOS market- 
place we want to sell more PowerPC.' microprocessors." 


By the first quurtcr of next year. Motorola expects to pre- 
sent its first machines built on (he Common Hardware 
Reference Platform (CHRP) designed to run software written 
for both the Windows and the MacOS. Already users on the 
PowerPC platform can move between Windows NT. AIX, and 
Solaris. By adding the MacOS users will be able to use the 
multiple operating systems to run their preferred software. 
Another strategy to leverage CHRP is in the client-server envi- 
ronment. offering Apple as the client where Microsoft NT is 
the server. 


"We believe the Common Hardware Reference Platform 
represents the real licensing opportunity." says Lamar Potts. 
Apple's vice-president. "Now you don't have to come to 
Apple for the hardware design. You can buy off-the-shelf 
industry standard parts, put together a system and the MacOS 
will run on it. That is the model they are used to with 
Windows-lntel." WsYJ 


F.d Trapunski is a Toronto-based journalist specializing 
in high technology. 


20 WHOLESALER November 1996 http: Mmawa «|M 


worked workstations, running peer-to-peer LANs, connecting to the 
Internet or intranet "OS/2 has all the appropriate protocols and does it 
well." says Haroon. 

Warp 4 also has “Java under the covers." says Bill Hedley, man- 
ager. product marketing, personal software for Markham. Ont. -based 
IBM Canada Ltd. This enables independent software vendors to devel- 
op Java applications to run on Warp and means Warp is ready to take 
advantage of Java applications on the Web. 

According to Sun Microsystems Inc.. Java will solve the four most 
pressing problems in enterprise IT: total cost of ownership, administra- 
tion. security, and software distribution. 

"Specifically. Java computing will reduce the cost per seal per 
year to about US$2,500 compared to the current industry average of up 
to US$15,000." says a statement from Sun. 

So where does this all leave OS resellers? 

Right where they arc now: taking care of business by taking care of 
customers, adding value when and where opportunities present them- 
selves and looking for new value-added opportunities as the computer 
industry continues to evolve. LiAVJ 


Paul Lima ( iiko9idirect.com , 
high-tech and communication 


is a freelance writer specializing ii 
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SGI Graphics Inc. replaces Indy line with 02 line at 10X power 

(NB) — Silicon Graphics Inc. has announced a family of desktop workstations called 02. 
which the company claims Is 10 times faster than the well-known Indy line. 

Long known as the high-powered computers used for developing feature films, sophisticat- 
ed commercials, airplanes, automobiles, and other manufactured goods. SG! says its latest round 
of new products focus on 3-D. digital media, the World Wide Web and enterprise computing. 

Along with the new 02 family, the company announced Origin, an enterprise server line: 
a WebForce server: Onyx2. a visualization supercomputer: and an enterprise supercomputing 
server called Cray Origin 2000. 

Addressing SGI's strategy. Gary Laucr. executive vice-president of SGI. said ‘‘We strive to 
put the best, most cutting-edge tools into our customers' hands, enabling them to develop pow- 
erful Web applications, process corporate data, solve complex design problems, or create the 
greatest special effects for the next blockbuster film — better than their competition." 

The 02 workstations arc shipped with a new version of SGI's Unix-based operating sys- 
tem. called IRIX 6.3. Users will also see a new graphical user interface, which integrates 
Internet and intranet publishing. 

With nine different configurations. 02's entry system comes with 32MB of memory, a 
MIPS R5000 PC ISO MHz microprocessor and a 1GB hard disk. At the top. an 02 system is 
powered by an RIOOOO 175 MHz microprocessor. All systems include a 17-inch monitor. CD- 
ROM. keyboard and mouse. 


Netscape sells software 
package for Web commerce 

(NB) — Netscape Communications Corp. is 
selling Netscape Payment Kit. a software 
package for businesses to conduct Internet 
commerce oil World Wide Web sites. 

Netscape LivePayment is "open, cross- 
platform” server software for processing pay- 
ments on the Internet. It provides on-line 
transaction processing capabilities that com- 
panies can add to existing Web sites to quick- 
ly begin collecting credit card payments from 
customers for the goods and services avail- 
able on-line. 

But what about security? Netscape 
LivePayment uses encryption technology 
to safeguard electronic transactions. 
Netscape LivePayment can receive pay- 
ment information from Secure Socket 
Layer (SSL (-enabled Internet client soft- 
ware such as Netscape Navigator and 
process the transactions over the Internet, 
the company claims. 

The next part of the package is Netscape 
Payment Kit, a software system for building 
intranet applications and Web sites that can 
accept credit card payments for goods and 
services. Netscape Payment Kit includes the 
newly available Netscape LivePayment serv- 
er software for online credit card processing. 
Netscape Enterprise Server software for 
building intranets and Web sites, and 
Netscape LiveWire Pro visual development 
environment for creating a full on-line com- 

VARs from the Netscape Affiliate Plus 
program and the Netscape Commercial 
Applications Partner Program who are 
authorized to sell, install, and support a full 
range of Netscape commerce systems will 
work with businesses to build commerce- 
enabled Web sites. Netscape maintains. 
Netscape Payment Kit is available now and 
sells for US$3,490. Netscape. LivePayment 
is also available separately for USS 1.995. 
During a 90-day promotion, customers can 
receive a one-year Netscape LivePayment 
subscription that includes major and minor 
upgrades at no charge with the purchase of 
Netscape LivePayment. The Netscape 
LivePayment subscription normally costs an 
additional USS795. An upgrade to Netscape 
Payment Kit is available for Netscape 
Enterprise Server customers for US S2.690. 
Netscape LivePayment is available for imme- 
diate download and trial from Netscape’s 
Internet site. 


Olivetti wants to sell off 
PC division of business 

(NB) — Olivetti is cashing its chips in on PC 
production, and is looking to sell off the PC 
operations division. 

Olivetti's Robert Colaninno made the 
announcement following a rough few months 
which have seen the company's shares bounc- 
ing up and down, and the effect of the PC divi- 
sion's continuing poor performance on the 
company's overall balance sheet. 

According to Colaninno. despite the fact 
that the PC division has been losing money for 
several years, the company enjoys healthy PC 
sales in the UK. France and Germany. Because 
of this, he said, the company expects to raise 
around USS500 million when the PC opera- 
tions are sold along with Tccnost, the compa- 
ny's IT systems division and Venture Capital 
USA. an investment operation. 

Not unexpectedly. Olivetti lias not named 
any third-party companies as interested in buy- 
ing the PC operations. Perhaps more worrying, 
the Italian unions have announced that they 
view a sell-off with displeasure, since job cuts 
are almost certain to result. As a result of the 
announcement, the metalworker's union, whose 
members work within Olivetti, is considering a 
strike as a protest against the $ell-ofis. 

Colaninno. meanwhile, has told analysts 
and reporters that the sale of the PC operation 
may only be the beginning of a number of 
divestitures for the company. “In 1 997 we plan 
to divest non-commercial activities." he said, 
adding that the aim of divestitures is "to bring 
the company to a position where it is not eating 
up cash in 1997." 


Microsoft releases Money 97, 
targets Quicken package 

(NB) — Microsoft Corp. could not buy Intuit, 
so it beefed-up and released Microsoft Money 
97. Leading a number of features designed to 
further Internet banking, commerce and home 
banking, is Converter Wizard tor Quicken. 

Money 97 is the first application to use 
Microsoft's Open Financial Connectivity 
(OFC) specification. Announced earlier. OFC 
allows financial institutions to connect direct- 
ly with Money 97. The new application also 
supports Visa Interactive's banking specifica- 
tion. ADMS 2.0. 

American Express. Charles Schwab, 
Fidelity Investments and Chase Manhattan 
Bank announced a commitment to deliver 
OFC and Money 97-compatible banking and 
brokerage products for home use. Another 37 
companies, including CheckFrcc, CFI 
ProServices and EDS are building OFC 
servers for banking and payment services. 

Microsoft stated three major goals related 
to Internet banking: the cooperative develop- 
ment of a truly open specification for Internet 
banking, available to all financial service 
providers and client software developers: cre- 
ating a network of premier third-party solution 
providers to build and implement home bank- 
ing solutions, based on this specification, for 
financial service companies: and rapid devel- 
opment of client-side product support from 
Microsoft, including Microsoft Money. 
Microsoft Investor, and a set of Web-based 
banking controls for banks to ‘private label' 
and use on their own transactional Web sites. 
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Computer Associates to buy Cheyenne Software for SI. 2 billion 

(NB) — Computer Associates International Inc. says it will pay about US$1.2 billion for 
Cheyenne Software Inc. of Roslyn Heights. N.Y.. which develops security, storage manage- 
ment, and communications products for personal computers and Unix. 

The boards of directors of both companies have approved the deal, which calls for CA 
to purchase all Cheyenne's outstanding shares, through a wholly owned subsidiary, for 
USS30.50 per share. CA has announced a tender offer for the shares, under which it will 
need to acquire at least a majority of the stock. Consummation of the offer will be subject 
to regulatory approvals and the expiration or termination of any antitrust waiting period, 
company officials said. 

CA chairman and chief executive Charles Wang said there are "tremendous” synergies 
between the two companies, both in terms of their products and in terms of their channel 
strategies. There are no overlaps between the product lines, he added. 

ReiJane Huai, chairman and chief executive of Cheyenne, said CA's infrastructure will 
help his firm speed up its market penetration in all three of its major markets. He also said 
Cheyenne will be able to take advantage of many features of CA's Unicenter-TNG systems 
management software with tie-ins to its own storage management products. Wang said the 
combination will make CA the only vendor offering “fully integrated, end-to-end. hierar- 
chical storage management.” 

In the security area. CA plans to integrate Cheyenne's anti-virus software with its own 
security offering. Wang said. In the communications area, he said, the company plans inte- 
grated products including voice communications, and will integrate Cheyenne's communi- 
cations software with its own intranet offerings. 

Wang said Cheyenne's largely indirect sales strategy will complement that of CA, 
which relies heavily on direct sales. 

Cheyenne is to operate as a division of CA. under Huai's management, and the US$3.5 
billion software firm said it intends to keep on all of Cheyenne's roughly 800 employees. 


Merisel completes European sell- 

Merisel Inc. has completed the sale of its 
European operations, plus its Latin American 
and Mexican operations to CHS Electronics 
Inc. for about US$154 million. 

Merisel applied US$75.2 million of the 
cash received to permanently reduce its debt. 
Merisel will make five amortization pay- 
ments of USS1.5 million per month from 
February to June 
1997. 


off to CHS Electronics 

Merisel is also working pn a restructur- 
ing or refinancing of its publicly traded debt, 
says the company. 

The company's remaining operations are 
the distribution businesses in the U.S. and 
Canada, and the ComputerLand franchise and 
Daiago Aggregation businesses. Revenues 
from these divisions were US$4.6 billion in 
1995 — with US$55 million in earnings 
before interest, taxes and other charges. 


Apple reports quarterly profit 

After some rough financial tumbles, things 
are looking rosier at Apple Computer Inc., 
as the company has declared a USSS25 mil- 
lion fourth-quarter profit for the fiscal 
quarter ended $ept. 27. 

Earlier Wall Street estimates had sug- 
gested the company would lose approxi- 
mately US$37 million. 

Revenues for the quarter were 
US$2,321 billion, down US$682 million 
from the same quarter a year ago. Unit 
shipments of 932,000 were 26 per cent less 
than the same quarter last year, but up 1 1 
per cent from the previous quarter ending 
June 1996. 

Apple’s fourth-quarter results includ- 
ed an adjustment of a prior period restruc- 
turing charge which reduced pre-tax oper- 
ating expenses by USS28 million. Without 
the adjustment, net earnings would have 
been about US$8 million. 

While Apple's figures out-performed 
general expectations. Apple CFO Fred 
Anderson was firm in stating the current 
figures "show progress towards a return to 
sustained profitability.” However, that sus- 
tained growth is not expected until the end 
of the second quarter ending March 1997. 

Apple announced a reduction in inven- 
tories by US$400 million and a reassess- 
ment of its layoff schedule by 1 ,300. Total 
inventory reduction now totals US$800 
million. Regarding layoffs. Anderson said 
an earlier estimate of eliminating 2,800 
positions would be reduced to 1,500 posi- 
tions. and 900 of those positions have 
already been eliminated. 



NEC targets PCs at small business market 

NEC Computer Systems has announced a new family of PCs 
aimed at the small business market. 

The Ready Office line for the retail channel, and the 
PqwerMate Office line for the reseller channel, are Pentium Pro- 
based. They began shipping last month, starting at $3. 1 69. 

Through a relationship with Microsoft, NEC is offering a 
small business software suite that includes the Microsoft Excel. 
Word and Publisher 97 software applications; and a special edi- 
tion of Microsoft's small business templates for the 
. Microsoft Excel and Word programs. Other pre- 

installed programs include Peachtree First 
Accounting. Microsoft Schedule-)-. Money. 
Bookshelf and Automap Sweets. 
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Canadian flews 


Computers seized at 

New Brunswick retailer 
in anti-piracy raid 

(NB) — A number of Canadian computer 
retailers wondered how TFE Industries, 
under the name "Just Imagine." was able to 
sell computer systems IS per cent cheaper 
thun its competitors. With a court order in 
hand. Microsoft Corp. and accompanying 
law enforcement officers seized computers, 
records, and software materials from Just 
Imagine as proof the company used illegal 
copies of Windows 95 as the operating sys- 
tem or its retail computers. 

On Aug. 2 1 . the Federal Court of Cunada 
issued an order authorizing Microsoft to 
search TFE's facilities in Oromocto. New 
Brunswick. Two days later, accompanied by 
Fredericton Sheriff's Office personnel. 
Microsoft representatives curried out the order. 

TFE sold computer systems locally 
through its retail outlet, but. according 
to a local source, most of the compa- 
ny's business was mail-order with sig- 
nificant sales across the provinces of 
Cunada. Microsoft suspects TFE may 
also have distributed counterfeit manu- 
als and bool disks along with pirated 
copies of Windows 95. 

As a result of the seizure. TFE 
(Just Imagine) is racing a Microsoft 
lawsuit seeking permanent injunction 
against further copyright infringe- 
ment. compensatory damages for 
pirated software, punitive damages of 
SI 00.000. attorneys' fees, and court costs. 

Gail Mitchell is a spokesperson for 
reseller Brunswick Microsystems in New 
Brunswick. She said. "We are sorry to see 
this happen in New Brunswick since the 
community of computer retailers in our 
province is very tight and well known. 
However, these kinds of practices have to be 
stopped and we applaud Microsoft's efforts." 


Microsoft says software companies 
lose 50 per cent of their revenues to software 
piracy worldwide. 


Tech Data acquires 
Beil & Howell 

Mississauga, Ont. -based distributor Tech 
Data Canada Inc. has acquired the Canadian 
distribution operation of Bell & Howell's 
Imaging Peripherals Products group — a 
provider of document imaging technology. 

In addition to carrying and supporting 
Bell & Howell's Copiscun one-sided and 
two-sided flatbed scanner; Tech Data's new 
division will offer a range of products 
including: scanners, optical drives, jukebox- 
es, media, monitors, imaging processors and 
software tools. 

According to a statement 
from Michael Bookbinder, presi- 
dent of the Canadian Information 
Image Management Society, the 
workflow, imaging and document 
management industry will grow to 
$32 million by the end of 1997. 


ServiceWorks intros 
multimedia monitors 

Vancouver’s ServiceWorks Distribution Inc. 
is shipping its new Data'IYain multimedia 
monitors — the 15-inch DC6I5 and DC620. 
which include sound reproduction. 

Both monitors feature a build-in head- 
phone jack, while the DC $20 also includes 
built-in external speakers. 
They include intelligent 
digital controls and on- 
screen display: 1280 by 
1024 maximum resolution. 

_ . . VESA. VGA. Super VGA. 

I — * “ and 8514/A compliance: 

l| 16-million color capability: 
f a flat, and-glare. anti-static 

^ - • - J screen: and non-interlace 
scanning. 

Estimated street price 
is S449 for the DC620 
and S4I8 for the DC6I5. 

Luckman opens 
Canadian sales office 

Luckman International Inc., a provider of 
client/server software based in Los Angeles, 
has opened a Canadian sales office in 
Mississauga. Ont. 

The new address is: Luckman 



Interactive Canada, 405 Britannia Road East. 
Suite 1 1 2. Mississauga, Ont.. L4Z 3E6. 

Five people will initially stafT the 
office, supporting such Luckman products 
as Web Commander, Net Commander. 
Luckman's Official Interactive World Wide 
Web Yellow Pages, and ISP Connect. 

Merisel Canada will 
distribute ReadySoft titles 

ReadySoft Inc. had signed a distribution 
agreement with Merisel Canada Inc., under 
which Merisel will distribute its new gaming 
and reference titles. 

The agreement covers current and upcom- 
ing gaming titles including tire Deits action 
adventure game, the NHl. Hotkey historic ref- 
erence title, and the future Curs on CD title 


e ATI and 
^ MGI strike 

iTj marketing 
deal 

Richmond Hill. 
Ont.-based MGI 
Software Corp. and 
ATI Technologies 
of Markham. Ont.. 
have announced a worldwide marketing agree- 
ment to provide a special version of MGI's 
PhotoSuitc with ATI’s line of video and graph- 
ics accelerator products. 

Shipments of MGI PholoSuite will 
begin immediately with ATI's 3D 
Xpression* PC2TV and 3D Pro Turbo 
PC2TV boards. 

The multi-year deal also involves a not- 
yet-rclcascd 3-D graphics software product 
from MGI. 

Just say Yes — says CAAST 

The Canadian Alliance Against Software 
Theft (CAAST) has launched a major pub- 
lic education program through national 
and independent retailers to combat soft- 

Thc program, called Say Yes to Legal 
Software, will use CAAST stickers and 
posters in resellers' store windows to iden- 
tify retailers who have signed the 
alliance's code of ethics. Resellers will 
also display and distribute brochures on 
software piracy and how consumers can 
avoid illegal software. 

In Canada, software piracy costs pub- 
lishers. retailers, and ultimately consumers, 
hundreds of millions of dollars annually. 
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exactly how much of Celestica's business is 
with IBM. but did say that the bulk of what 
Celestica builds for IBM is exported to the 
parent company in the U.S. 

IBM Canada spun off Celestica in 
January. 1994, to allow its manufacturing 
operation to develop original equipment 
manufacturer (OEM) business outside the 
IBM fold. There were no definite plans to 
sell the company at that time. Quinn said. 

The company has more than 1.000 full- 
time employees. Onex has about 34.000 
employees around the world, and claims 
revenues of S8.5 billion. 

Celestica will remain in its existing 
Toronto headquarters. 

Ontario promote IT 
in classrooms 

(NB) — The provincial government of 
Ontario has announced the second stage of 
a project to finance use of information 
technology in the province's classrooms, 
focusing now on the early grades. The 
province said it will pay up to half the esti- 
mated cost of projects that qualify. 

In a recent speech. Minister of 
Education John Snobelen said his min- 


istry's Technology Incentive Partnership 
Program (TIPP) will consider funding pro- 
jects that help prepare and train teachers in 
the use of technology, develop innovative 
learning approaches using technology, and 
expand the use of computer-related 
resources. The ministry - wants school 
boards to work with the private sector on 
these projects. 

Last June, the govemtaent committed 
an additional S20 million to the TIPP pro- 
gram. to which it had already allocated S20 
million. Funding for this second phase will 
come from that money, officials said. 

The TIPP program approved funding 
for 40 projects out of more than 100 pro- 
posals submitted in the proj, bet's first phase. 
The projects approved Include linking 
schools to the Internet, developing science 
curriculum materials dealing with industry 
and commerce in Northern Ontario, and 
creating CD-ROMs depicting Canadian his- 
torical sites. The provincial government 
paid about 40 per cent of the total cost of 
the projects, officials said, with school 
boards and private companies contributing 
the rest. 

Snobelen said the second phase of the 
project will concentrate on Grades One, 


Two. and Three. The government expects 
the results of investment in these grades to 
be more easily measurable, he said. 

Three Banks Support 
IStar's ICommerce 

(NB) — The Bank of Nova Scotia, the 
Toronto-Dominion Bank, and the National 
Bank of Canada have agreed to take part 
in ICommerce. an electronic commerce 
project launched by IStar Internet Inc. of 
Ottawa. 

The banks will work individually 
with the Internet service provider to 
process credit-card payments for transac- 
tions on the Internet. ICommerce is sched- 
uled to start operation in the first quarter 
of 1997, and will let consumers buy goods 
from merchants' World Wide Web sites. 
One of the three banks — the Bank of 
Nova Scotia, recently purchased a minori- 
ty interest in IStar. which is Canada's 
largest Internet service provider. B33 
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The Domain name Challenge 


r c 


by Sean Elrington 


Domain name registration has become a bit of 
a land rush in the past few years, ever since 
some people noticed that large companies 
were sometimes la* in making sure that they 
had rights to use their own name in cyber- 

In one famous case, an American writer 
registered macdonalds.com after noticing that 
the hamburger giant had neglected to do it. 
MacDonalds later bought the rights to use the 
name back after making a SI 0.000 donation 
to the author's favorite charity. 

For many of your business customers, 
clearly, as more and more organizations get 
on the 'Net the chances of someone having 
'their' name increases so it makes 
think about registering a domain nov 

After all. how you would feel to find outi 
that your closest competitor had registered^ 
your company name and was preventing ygji 
from using it? 

Unlike IP addresses, which no«Bays® 
are almost always assigned by the Internet 
service provider, your domain name is yours. 


Foundation and Network Solutions Inc. They 
have a well luid-out Web site at rs.intemie.net 
which includes all the forms and a 
step-by-step guide to registering your name. 
In Canada the .ca (Canada) domain is admin- 
istered by CAnel at www.canet.net. 

A domain name cun be up to 26 charac- 
ter- long, and - 


It cost USSIOO to gel a name registered 
and you can pay by credit card, cheque or 

monw orderJThe Web interface 
cctfpr on-line payments, however, vol 

ne number provided at Ih 


■SI1 


ie mapped to any set of IP addresses 
even if you change ISPs in the future. Domain 
names should be easy to remember, like 
cnn.com. ibm.com or canoe.ca — and they 
should fit the name of the company. 

Registration for the .com l 
.edu t education) ~7gov (government) 

(ISP) and .org (organization) domains is han- 
dled by InterNIC. This company is a joint 
venture with AT&T, the National Science 


redit card number over the 

phone. There is an annual fee of USS50 for 
the use of a name and your initial US$100 
payment covers the fee for two years. 

For additional payments the InterNIC 
will notify the user 30 and 60 days before 
payment is due. There is no limit to the num- 
ber of domains you can regiSer. 

To check to see if any given name is 
available simply use the Web interface pro- 
vided at the InterNIC Web site. Have you ever 







Who. for instance, was the smart person 
who registered computer.com or microcom- 
puler.com? The Web interface provides the 
address and contact information for all of the 
names which have been registered. If a 
desired named is already taken one will have 
to negotiate with the registered users to buy 
the name or else simply hope that they 
neglect to re-register it every year and it 
becomes available again. Or try simple mod- 
ifications to the desired name to sec if those 
are taken. If xyz.com is not available perhaps 
try xyzltd.com or xyzcnnada.com. And here 
Canada, don’t forget to see if the desired 
me is available as xyz.cu rather than 

For a small fee most ISPs will usually 
fill out the forms and register names, as 
weltas provide the modest amount of tcch- 
nica). information required — for example. 

‘.Hie IP address of the nameserver being 
used. Or. use the InterNIC site to register 
yourself. 

Hither way. don't delay — it is a 
first-come, first-served system and hav- 
ing a good domain name can make all 
the difference when it comes to doing 
electronic c 


Sean Elrington is senior account mamu 
with HookUp Comma miniums in Vancom 
and can be reached at seane@hookup.net. 
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Ink-jel technology has undergone continuous 
improvement since our last inspection of this 
genre of primers. Today's models arc superi- 
or to the ones we saw 1 2 or even six months 
ago. They arc faster, and the reproductions 
tltcy create arc crisper and truer to the origi- 
nal than ever before. 

And 
competition 
now dictates 
that decent 
color printing 
is well within 
the realms of 
almost anyone. Indeed, the cost and utility of 
ink-jel printers makes them appealing to a 
wide audience. Output can enhance a child's 
kindergarten project, or tune marketing docu- 
ments for the Fortune 500. 

The color ink-jet market is expanding 
and crystal ball gazers tell us this market will 
continue to grow at least until the end of the 
decade. BIS Strategic Decisions predicted 35 
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per cent annual growth in shipments of color 
printers from 1995 until 1999. Based on this 
estimate, we can expect to see more than nine- 
und-a-hulf million color ink-squirting devices 
shipped to homes und businesses in 1999. 

Lexmark divides the color printing mar- 
ket into two distinct segments: a market in 


which the occupants use color printing on a 
full-time basis and a market in which the 
occupants demand only occasional color 
printing. Higher-end color printers (those that 
use thermal wax or laser technology! lend to 
be sold in the full-time color market. This 
market is application-specific, requires high 
color integrity and values color performance 
over price. It is exemplified by high price and 
low volumes, and includes such disciplines as 


graphic design, engineering, marketing, sci- 
entific and cartography. 

The big part of the market and the one 
that pertains to ink-jet printers is the 'occa- 
sional color' market. Here we sec a more gen- 
eral use of color printing, and color integrity 
as important as it is with the full lime 
color market 
— but price 
is a key issue. 
The market is 

live, and high 
volume. 

A Colorful Graphical World 
The reason for increasing demand for color 
printers is easy to understand. Over the last 
couple of years there has been a widespread 
movement of the general computing world 
toward the graphical user interface. Yes. 
GUIs have been around for some time now. 
but the early versions were at best black and 
white. Let's not forget that it has only been 


The purest and most thoughtful minds are those 
which love color the most. 

— John Ruskin, English art critic and author — TheStohes of Venice, vol. 2, ch. 5, sect. 30 (1852). 
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a little over a year since the introduction of 
Windows 95. allowing the bulk of users to 
boot directly into a GUI. The same loo can 
be said of the Internet: over the last couple 
of years, it has become a rich, colorful 
place. Ideas about how information is pre- 
sented and ideas exchanged have quietly 
shifted and color is playing a far greater 
roll. 

Other factors are helping to drive the 
ink-jet market. Barriers that traditionally 
held up sales of color ink-jets in the ‘occa- 
sional user' market have fallen, or arc much 
smaller. Issues such as color support in pop- 
ular applications, poor print speed and color 
management standards are no longer a big 
issue. Still, one factor remains: text quality. 
For anyone whose primary requirement is 
mostly text-based correspondence, the issue 
of text quality will not go away. It's not 
entirely difficult to distinguish w hether a text 
document has been printed on a laser or an 
ink-jet. However, with improved printing 
technology and new ink designs, some of 
today's high-end ink-jets give lasers some 
competition. For many customers, an ink-jet 
is a good match to their business or domestic 
situation. 

As per usual, we pul a list of questions to 
the vendors whose products we have 
reviewed, and the editors' notes indicate any 
specific comments that we feel arc due after 
inspecting and testing the equipment. 


Apple 



CWS 2500 

Reseller authorization requirements: 
Apple resellers must commit to purchasing a 
certain amount of product each year, plus cer- 
tain numbers of display product per year. A 
new reseller must also be able to prove that 
they can provide incremental growth and be 
able to offer product introduction into a new 
geographical and/or vertical market. 


Street price: 

$449 

Marketing support: 

Resellers are encouraged to take advantage of 
marketing incentive programs organized by 
Apple or distributors. 

Maintenance relationship with 
resellers: 

Resellers can be Apple-authorized resellers 
or Apple-authorized server providers. Apple- 
authorized resellers receive technical support 
from distributors. There is an established 
escalation process in place for technical 
issues which cannot be resolved in a timely 
fashion. In such cases, the distributor will 
receive technical support directly from 

Volume discounts: 

Yes. 

Additional channel support: 

The dealer channel is supplied with sample 
collateral materials on a monthly basis. 
Resellers arc supported by local distributors 
and have local Apple presence in most mar- 
kets. Dealers are encouraged to participate in 
marketing incentive programs. 

What is Apple's view of the ink-jet 
market vs. the laser market? How does 
the vendor position its ink-jet printers 
in the market? 

According to Apple: The ink-jet market is a 
quickly growing segment. The biggest cus- 
tomer of the CWS 2500 is the consumer mar- 
ket. which is obviously one of the fastest 
growing markets for computer technology 
today. Ink-jet technology maizes color print- 
ing affordable and accessible to these users, 
and Apple is dedicated to this market for the 
foreseeable future. 

What are Apple ’s ink-jet printers ' 
strengths? 

Apple says: Seamless compatibility with 
Macintosh compatible computers, as Apple 
makes both the Macintosh print drivers and 
the printers. The Style Writer EtherTalk 
Adapter connects StylcWriicr or Color 
StyleWriter printers directly to an EtherTalk 
network, eliminating the need to dedicate a 
Macintosh computer as a print server. 

To help consumers get the most from their 
new color printers. Apple is including the 
Apple Color Printing CD with every pur- 
chase. Software applications on the CD 
include CardShopPlusl. Calendars and More, 
and StickerShopPlus! from Mindscape 
Software, plus 12 extra TrueType fonts from 
Bitstream. Valued at more than $100. the CD 
is included at no extra charge. 

Product description: 

The CSW 2500 offers promjses true black 


and vibrant color output at a resolution of 720 
by 360 dpi. The printer automatically choos- 
es the optimal ink density for the paper type 
selected. In addition to a color ink cartridge 
featuring a separate true-black ink lank, users 
can choose an optional high-performance 
black-only cartridge for convenience. The 
CSW 2500 features water-resistant ink for 
reliable quality and offers five-page-per- 
minutc speeds for high performance black 
printing and 0.66 pages per minute for color. 
The CSW offers usability features including 
the ability to print two to four reduced-sized 
documents on a single page. 64 TrueType 
fonts and capability for dropping shaded or 
solid "watermarks" onto the background of a 
page. 

Editors' notes: 

Apple's new StyleWriter 2500 was a unique 
surprise. Its reproduction of color was excel- 
lent. and it is able to print at a sharp 720x360 
dpi at a top speed of 5 ppm. A unique fea- 
ture of this printer is its ability to turn itself on 
and off upon detecting a print job request 
from the computer. With a list price of S449 
and a one-year warranty, this is an attractive 
option for all Mac users. 


Canon 



BJC-4100 
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Every product bearing the QDI mark of 
quality reflects our principal: that of a 
committment to offer uncompromised 
quality and services for even the most 
discerning. 


Others make promises, 
we deliver Quality 


IS09001 ratings in product design, 
manufacturing and service grace our 
mainboards, with unrival quality being the 
result of employing the most advanced 
surface mount manufacturing process and 
in-circuit testing. Every board carries our 
extended 2 year warranty, and peace of 
mind is assured by our worldwide technical 
support. 

Choose wisely for your platform into the 
digital world: make QDI mainboard your 
only choice. 


Pentium* Pro Processor 
Based Motherboard 


• Intel Pentium' Pro Processor 150/166/1 80/200MH2 with Intel 440FX chipset 

• One enhonced parallel port (SPP/EPP/ECP) support, two high speed serial ports 
(16550 Fast UART compatible) One floppy pod supports up to 2 floppy drives 
(360K/720K/1 .2M/1 .44M/2.88M) 

• Max. 256MB on boord. Support ECC (Error Checking & Correction) 

• Concurrent PCI architecture 

• Support IrDA Infrared. On board Iwo USB 


P6I440KX COMMANDER 


A comprehensive range of Pentium' processor based 
mainboards is also available. Call for details NOW! 

Please contact the following offices for your local QDI dealers information. 

QDI COMPUTER (CANADAI, INC. 

75 Shields Court, Unit 4, Markham, Ontario, L3R 9T4 Tel: 1-905-9403827 Fax: 1-905-9409709 

QDI COMPUTER (VANCOUVER), INC. 

Unit 4, 13520 Crestwood Place, Richmond. B.C. Canada V6V 2G2 Tel: I -604-2786789 Fax: 1604-2788918 

QDI COMPUTER (MONTREAL), INC. 




WORLD CLASS MAINBOARD 


3. Conodo Tel: 16144356811 Fax: 1-514-3356822 
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BJC-4550 


Street price: 

• BJC-240 — S269 
List price: 

• BJC-240 — S329 

• BJC-4550 — 5699 
Marketing support: 

Canon offers various consumer promotions 
throughout the year to add additional value to 
the customer. As well. Canon provides its 
dealers with an assortment of POP materials 
including an attractive demo unit display 
stand that lists features of that product along 
with Canon's 1-800 number and Instant 
Exchange Warranty Logo. 

Maintenance relationship with 
resellers: 

Canon offers an extensive list of authorized 
service dealers across Canada. 

Additional channel support: 

Canon has a round-the-clock customer and 
dealer support telephone help line, at 1-800- 
263-1121. 

Positioning/strengths: 

The Canon BJC-240 is aimed at the budget- 
minded color user, or as a second printer for 
the home. In color it provides 360 x 360 dpi 
using the optional BC-02 black cartridge, 
crisp fast 720 x 360 dpi black and white out- 
put. Most importantly, photo realistic output 
is now a reality, when printing on high reso- 
lution paper using Canon's new optional BC- 
06 Photo Cartridge. Also included with the 
BJC-240 is the Canon Creative 2.0 CD-ROM. 
(The applications allow the user to create 
everything from greeting cards, stationary 
and T-shirts to brochures and newsletters.) 
Comments: 

Canon also offers the BJC 4550 which uti- 
lizes new PhotoRealism technology. The BJC 
4550 is Macintosh and Windows-compatible. 
Its 1 1 -inch by 17-inch printing capability 
makes it the perfect for graphic artists, engi- 
neers and the traditional small office cus- 
tomer. Users can create everything from 
posters to signs to blueprints to spreadsheets. 
Best of all. the BJC-4550's print quality is 


unbeatable with its 720 x 360 dpi in color res- 
olution and print speed up tb 5 ppm in black- 
and-white with the BC-20 cartridge. 

Editors ' notes: 

Canon BJC-240 — One of Canon's new 
models, the BJC-240 is small but sturdy. It 
will allow the user to print on a wide range of 
media: everything from normal paper to 
T-shirt transfers to brochures. Quality of 
graphics and text were adequate, with colors 
being bright and attractive. On the down side, 
the printer leaves a lot to be desired in terms 
of speed, with a maximum print speed of 0.25 
pages per minute in color. Priced at S329 with 
a two-year warranty, this printer is well-suit- 
ed for home use. 

Canon BJC-4100 — It offers print speeds of 
up to five-pages-per-minute in black and 0.8 
ppm in color. As with the previous model, this 
printer can also make use of a wide assort- 
ment of print media. With support for dual 
cartridges, you won't need to swap between 
black and color inks. The printer is listed at 
$399. and has a two-vear "to your door'' 
exchange warranty. 

Canon B.IC-4550 By using Canon's BC- 
22 Photo cartridge in conjunction with high 
resolution paper, the ink produces images 
which arc vibrant and sharp. Another new 
type of ink from Canon is the BC-29F. which 
allows you to add fluorescent neon colors to 
your documents. This comes in handy if you 
want to make something stand out. or to 
impress someone. As with the 4100. the print- 
er has support for both black and color car- 
tridges simultaneously, as well as support for 
Mac interface. Priced a little on the high end. 
Canon lists this printer for $699. 


Epson 



Suggested retail price: 

S559 


Street price: 

S399 

Marketing support: 

• MDF on case-by-case basis. 

• National advertising nagging reseller). 

• Joint trade show support. 

• MO programs available. 

• 1-800 service refers customers to resellers 
via postal code. 

Maintenance relationship: 

Training is required for authorization. 
Volume discounts: 

No. 

Demo units: 

None at present for the Epson Stylus, but this 
may change in the next product rotation. 
Additional channel support: 

• Training programs: 

- Epson Knoware — sales support includes 
specs/print samples/drivers. 

- Epson Techknow — technical support 
reseller program. 

- Epson Techknow University — for on- 
going on-line training. 

• BBS for standard downloading. 

• Specialized 1-800 number for reseller tech 
support. 

What is Epson's view of the ink-jet 
market us. the laser market , and what 
is Epson 's positioning for its products? 
Epson says: The ink-jet market is vibrant, 
with a 40 per cent and up growth rate: it is the 
fastest growing printer market. The ink-jet 
desktop color printer has displaced the per- 
sonal color printer because of its superior per- 
formancc-to-price ratio. There is little overlap 
between the color ink-jet and the networked 
color laser printer. 

What are Epson 's ink-jet printers ' 
strengths? 

The Sylus 500 is aimed at the desktop. It is 
Epson's workhorse, and is expected to be its 
leading seller. Its strengths are its ability to 
print on plain paper at 720 dpi. giving print- 
outs picture quality. 

Editors ’ notes: 

Epson Stylus Color 500 — Epson has once 
again introduced a first in printer technology, 
by giving the option of printing on all media 
at resolutions of 720 dpi. This printer features 
print speeds of up to I ppm color and 4 ppm 
black. As with several new models in this sur- 
vey. the Stylus 500 has support for dual car- 
tridges. and a Mac interface. As one would 
expect, print quality is exceptional at 720 by 
720 dpi. especially on coated and glossy 
papers. Listed at $559. this printer is definite- 
ly worth considering. 
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Every product bearing the QDI mark of 
quality reflects our principal; that of a 
committment to offer uncompromised 
quality and services for even the most 
discerning. 


Others make promises, 
we deliver Quality 


IS09001 ratings in product design, 
manufacturing and service grace our 
mainboards, with unrival quality being the 
result of employing the most advanced 
surface mount manufacturing process and 
in-circuit testing. Every board carries our 
extended 2 year warranty, and peace of 
mind is assured by our worldwide technical 
support. 

Choose wisely for your platform into the 
digital world; make QDI mainboard your 
only choice. 


Pentium Pro Processor 
Based Motherboard 

• Intel Pentium' Pro Processor 1 50/1 66/1 80/200MHz with Intel 440FX chipset 

• One enhanced parallel port (SPP/EPP/ECP) support, two high speed serial ports 
(16550 Fast UART compatible) One floppy port supports up to 2 floppy drives 
(360K/720K/1 .2M/1 .44M/2.88M) 

• Max. 256MB on board. Support ECC (Error Checking & Correction) 

• Concurrent PCI architecture 

• Support IrDA Infrared. On board two USB 


P6I440FX COMMANDER 


A comprehensive range of Pentium® processor based 
mainboards is also available. Call for details NOW! 

Please contact the following offices for your local QDI dealers information. 




WORLD CLASS MAINBOARD 


QDI COMPUTER (CANADA), INC. 

75 Shields Court, Unit 4, Markhom, Ontario, L3R 9T4 Tel: t-905-9403827 Fox: 1-905-9409709 

QDI COMPUTER (VANCOUVER), INC. 

Unit 4, 1 3520 Crestwood Place, Richmond, B.C. Canodo V6V 2G2 Tel: I -604-2786789 Fax: 1-604-2788918 

QDI COMPUTER (MONTREAL), INC. 

2845 Halpern Street, St. Laurent, Quebec, H4S IP8, Canada Tel: 1-514-335681 1 Fox: 1-514-3356822 
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Hewlett-Packard 



NOV. 96 

Suggested retail price: 

• DeskJet 400 — $347 
•DeskJet 680C — S54I 
•DeskJet 870Cxi — $839 
Authorization: 

All VAR authorization is done through dis- 
tributors Ingram Micro andMcriscl. 
Marketing support: 

Various, including advertising, public rela- 
tions and seminars and collateral materials. 
Maintenance relationship: 

Maintenance is done through HP directly or 
through resellers 
Volume discounts: 

Various. 


Demo availability: 

None available for DeskJet 400 or DeskJet 
680C: demo units are available for DeskJet 
870Cxi. 

Product strengths: 

According to HP: DeskJet 400 is designed for 
price-sensitive customers, including first- 
time printer buyers and students who want a 
printer primarily for their own personal use. 
The printer is ideal for families who own dot- 
matrix primers or other older technology, and 
arc considering upgrading to ink-jet printers. 
It is a single-pen device, so if jusers want to 
print in color, they have to swap the black car- 
tridge for an optional color cartridge. 

HP says: DeskJet 680C is a two-pen black 
and color ink-jet printer that meets the 
demanding and varied needs of home PC 
users. The HP DeskJet 680C primer Tor DOS 
and Windows PCs and the HP DeskWriter 
680C printer for Macintosh PCs are designed 
for the family, and allow parents and children 
to print virtually any creation qn a variety of 
media types and sizes. It is ideal for making 
banners, greeting cards and home crafts as 
well as for everyday family printing and takc- 

IIP says: The HP DeskJet 870Cxi 
Professional Scries primer is a color ink-jet 
printer that combines premium! performance, 
professional-quality printing and options that 
offer individuals and small workgroups the 
flexibility of printer sharing. It is available for 
the PC and Macintosh platforms. 

Editors ’ notes: 

HP DeskJet 400 — This printer is new to 
HP's DeskJet line. Small and affordable, the 
printer is capable of priming up to 3 ppm in 
black. With HP's Resolution 1 Enhancement 
technology (RED. the output quality is 
acceptable at resolutions of both 600x31X1 dpi 
black and 300x300 dpi in color. 

HP DeskJet 680C — The 680C can zip 
along at speeds of 5 ppm in its Econo mode at 
a resolution of 300x300 dpi black. Using 
600x600 dpi. (the printer's highest resolu- 
tion) it produces sharp looking text and 
graphics. Listed at $541 with a one-year war- 
ranty. this printer is ideal for both home and 
smull office printing. 

HP DeskJet 870Cxi — HP combines both 
speed and high resolution priming with the 
DeskJet 870Cxi. Features include printing up 
to 8 ppm black or 4 ppm color, a Mac inter- 
face. and HP's "Ready. Set. Create!" print kit. 
featuring a CD-ROM containing profession- 
ally-designed templates to help create busi- 
ness documents easily. Our tests show that 
printing at 600x600 dpi black text on coated 
paper made it difficult to distinguish the out- 


put from a laser printer. It's a very impressive 
package, with a bit of hefty price tag. The 
printer lists for S839 with a one-year warran- 
ty, but for business environments looking to 
add color to the office, this printer is an ideal 
candidate. 


Lexmark 



Color Jetprinter 1020 



Color Jetprinter 2070 


Suggested retail price: 

• 1020 — $279 
•2050 — $399 

• 2070 — S599 
Street price: 

• 1020 — SI99 

• 2050 — S389 
•2070 — S499 
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Change A Color, Change Your Mood 


GOLF SERIES 

■ Fronlpanel with different color ■ Sleep button for green PC. puts 

and changeable hands (Your etna of colon) CPU in sleep mode immediately 

■ Unique Golf ball designed power switch 

<• PATENT PENDING 


QUANTUM IBM NEC ieajaft cRC-jrivp DCS WAVE TABLE ADD CARD 


#118 - 13982 Cambie Road, Richmond, B.C. V6V 2K2 
Tel: (604) 279-0320 Fax: (604) 279-0321 
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Ink-jet Printers Test Results 
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Print Method 

Thermal Ink-jet 

Bubble Jet 

Bubble Jet 

Bubble Jet 

Piezo Electric 

Max. resolution (color) (dpi) 

720x360 

360X360 

720x360 

720x360 

720x720 

Max. resolution (black) (dpi) 

720x360 

720X360 

720x360 

720x360 

720x720 

Max. print speed (color) (ppm) 

0.66 

0.25 

0.8 

0.8 

1 

Max. print speed (black) (ppm) 

5 

3.4 

5 

5 

4 

No. of jets (colour/black) 

72/64 

48/64 

136/128 

136/128 

60/64 

Number of cartridges 

1 

1 j 

2 

2 

2 

Standard interfaces 

Mac 

Parallel 

Parallel 

Parallel, Mac 

Parallel. Mac 

Drivers Included 

Mac 

Wirt 3.1, Win95 

Wln3.1,Win95,Mac 

Win3.1,Win95,Mac 

Win 3.1. Win95 

Weight (lbs) 

6.9 

55 

7.1 

9.5 

11 

Dimensions (WxDxH) 

14 2x9 2x8.3 

14ix8.5x6.8 

14.4x7.8x88 

176x10.0x8.5 

1 7x9.8x7.8 

Noise level (max) 

45 dB(A) 

47 pB(A) 

45 dB(A) 

45 dB(A) 

49 dB(A) 

Input/output tray 

100/100 

100/100 

100/100 

100/100 

100/30 

Letter (8.5x11) 

Yes 

Yes 

Yes 

Yes 

Yes 

Legal (8.5x14) 

Yes 

Yes 

Yes 

Yes 

Yes 

A4 (8.26x11.69) 

Yes 

Yes 

Yes 

Yes 

Yes 

B5 (7.17x10.12) 

No 

Yes 

No 

Yes 

Yes 

Envelope 

Yes 

Yes 

Yes 

Yes 

Yes 

Transparencies 

Yes 

Yes 

Yes 

Yes 

Yes 

Suggested retail price 

$449 

5329 

$399 

$699 

$559 

Street price 


$269 

$299 

$528 

$399 

Warranty 

1 year 

2yfears 

2 years 

2 years 

2 years 

Contact 

(800) 565-5829 

(800) 848-4123 

(800) 848-4123 

(800) 848-4123 

(800) 289-7766 

Internet contact 

www.apple.ca 

www.canon.com 

www.canon.com 

www.canon.com 

www.epson.com 
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Thermal Ink-jet 

Thermal Ink-jet 

Thermal Ink-jet 

Thermal Ink-jet 

Thermal Ink-jet 

Thermal Ink-jet 

Thermal Ink-jet 

300x300 

600x600 

600x300 

600x300 

600x600 

600x600 

600x300 

600x300 

600x600 

600x600 

600x300 

500x600 

600x600 

600x300 

0.3 

0.7 

4 

0.5 

2 

4 

0.5 

3 

3 

8 

3.5 

| 

7 

3 

N/A 

N/A 

N/A 

48/52 

Sl/A 

96/104 

48/56 

1 

2 

2 

1 

2 

2 

2 

Parallel 

Parallel 

Parallel, Mac 

Parallel 

Parallel 

Parallel 

Parallel 

Win3.1,Win95. Mac 

Win 3.1, Win95 

Win 3.1, Win95 

Win 3.1, Win95 

Win 3.1, Win95 

Win 3.1, Win95 

Win 3.1. Win95 

6.6 

11.6 

14.3 

9 

9.75 

11 

9.4 

13.7x11.1x6.96 

17.2x16x7.9 

17.5x15.6x8.9 

14.2x8.2x7.8 

17x10.6x11.71 

7.2x11x11.7 

17.2x10.6x11.3 

52 dB(A) 

53 dB(A) 

48 dB(A) 

N/A 

N/A 

N/A 


50/50 

100/50 

150/50 

100/25 

50/75 

150/75 

150/150 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

$347 

$541 

$839 

$299 

$399 

$599 

$499 

$290 

$400 

$658 

$199 

$389 

$499 

$399 

1 year 

1 year 

1 year 

1 year 

1 year 

2 years 

2 years 

(800) 387-3867 

(800) 387-3867 

(800) 387-3867 

(800) 358-5835 

(800) 358-5835 

(800) 358-5835 

(800) 654-3282 

www.hp.com 

www.hp.com 

www.hp.com 

www.lexmark.com 

vWAv.lexmark.com 

www.lexmark.com 

www.okidata.com 
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Marketing support: 

Available from Lexmark directly and through 
our distributors. 

Maintenance relationship with 
resellers: 

Resellers can apply to become warranty ser- 
vice authorized. 

Demo unit availability/restrictions: 

A demo program is available to all resellers. 
Demo product is purchased directly from 
Lexmark. 

Additional channel support: 

• Product literature. 

• A tech support line. 

• Reseller reps in the field. 

What is Lexmark's view of the ink-jet 
market vs. the laser market? 

Lexmark says the company sees more growth 
in this market versus the low-end laser market. 
Editors ’ notes: 

Lexmark Color Jctprinter 1020 — As with 
any printer from Lexmark's line, one of the 
first things that come to mind is the sleek 
appearance. This printer is compact, light- 
weight and very well priced. The 1020 deliv- 
ers both text and graphics at 600x300 dpi, up 
to 3.5 ppm in draft mode. Lexmark will throw 
in CorelDraw 3.0 on CD-ROM as a bonus, 
and all for just $299. The printer comes with 
a one-year express/exchange warranty, mean- 
ing that should the printer fail. Lexmark will 
ship an exchange printer the next business 
day until the customer's printer is repaired. 
Lexmark Color Jetprinter 2050 — Lexmark's 
newest addition to its ink-jet lineup is the 
2050. Once again, very aesthetically pleas- 
ing. Resolutions of 600x600 dpi produce 
excellent text and graphics at speeds up to 5 
ppm black or 2 ppm color, as was evident in 
our testing process. The printer is capable of 
housing both color and black ink cartridges 
at the same time. Included is Lexmark 
Workshop CD software which allows for 
printing of greeting cards. T-shirts, certifi- 
cates and labels. The CD also contains photo 
manipulation software, and a comic book 
creator. The warranty is identical to the pre- 
vious model 1020. being a one-year 
express/exchange warranty. Listed at $399. 
it's hard to pass up. 

Lexmark Color Jetprinter 2070 — With 
the 2070's dual cartridge system, the user 
will get sharp looking text and graphics at 
resolutions of 600x600 dpi. and speeds up to 
7 ppm black. Our tests showed that print 
quality was superb in both color and black, 
thanks in part to Lexmark's half-toning tech- 
nology. which provides smoother and 
brighter colors. The 2070 lists for $599. and 
has a two-year express/exchange warranty. 
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Okidata 



OkiJet 2010 

Reseller authorization: 

It's not required to purchase printers, but is 
available for participation in promotions and 
programs. 

Suggested retail price: 

$499 

Street price: 

S399 

Marketing support: 

For authorized resellers: free literature co-op 
advertising and toll-free access to dealer sup- 
port. Other incentive programs and promo- 
tions include govcmmcnt/education program ' 

Maintenance relationship: 

Resellers must be authorized to perform war- 
ranty service for Okidata products. Resellers 
arc free to offer extended service agreements 
or purchase them from the vendor. 

Demo unit availability: 

For authorized dealers, there is new product 
demo pricing. Short-term loans on other 
products arc available. 

Additional channel support : 

• Web site. 

•BBS. 

• Toll-free support line. 

• Fax-back field soles support as available. I 
What are Okidata 's printer’s 
strengths? 

Okidata says: The printer uses a dual cartridge 
design and offers a larger than average 150 
sheet Paper tray, the printer uses a straightcr 
paper path which minimizes paper curl. 

Editors ’ notes: 

Okidata OkiJet 2010 — Currently, this is 
Okidata 's only ink-jet printer. It's capable of 
speeds up to 3 ppm in black, and 0.5 ppm 
color at up to 600x300 dpi. Our tests revealed 
that colors came out looking pot only sharp 
— but also very accurate. The 2010 lists for | 
5499 with a two-year overnight exchange 
plan. We're told that Okidata is currently 
working on a new model, soon to be released. j 
On their first attempt. Okidata has done very 
well, and we eagerly await their new creation. 
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Epson Stylus 500 



HP DeskJet 870Cxi 
Lexmark Jetprinter 2050 


For the sharpest possible 
text and graphics, the 
Epson Stylus 500 with its 
720 dpi resolution, com- 
bined with its low price, is 
unmatched. 

For superb quality print- 
outs, fast print speeds and 
overall value package, the 
Lexmark Jetprinter 2050 is 
an excellent choice. 

For unparalleled combina- 
tions of the fastest print 
speeds and print quality, 
HP's DeskJet 870Cxi gets 
our vote. fW 2 ] 







Tech Data 

800-668-5588 


Learn and Compare 

Innovative TCP design 
represents the future 
direction of processor 
industry. 

^Easier upgrades 
“Lower voltage roadmap 

See Us At 

COMDEX Fall '96 Booth S4056 


pentium 

• Less than 7 lbs 

• Up to 150MHz Pentium ! Processor 

• 6X CD ROM 

• 12.1 "TFT, SVGA display 

• Fully modularized 

• 180° Infra red port 

• Standard 72 DIMM EDO Ram 

• 128 Bit graphics accelerator 

• Gold series 3 year warranty 

• 9001 Certified Manufacturer 


The Drive Of 
The Month Club 

Mass storage is changing by leaps and bounds — 
a cause for celebration, and caution 

by Jeff Evans 



The continuing drop in the cost of major computer 
components: RAM. CD-ROM drives and graphics 
cards, is further sharpening the ever tight race that 
resellers have to run — 
between overstocking with 
soon to be passe PC models, 
and missing out on those 
opportunities that come from 
being able to offer the market 
sufficient quantities of the 
hottest price/performance 


Iomega has scored one of 
the splashiest hits in the PC 
mass storage market in 1996 
with its slickly marketed, 
popular, cheap Zip drive. 


Jaz, SyQuest. CD-Recordable — all either 
appeared on the market or dropped radically in 
price while increasing in performance; further com- 
plicating the mass storage 
product offerings to the mass 
market. 


systems. In particular, the whole 
segment of 


age devices 
is undergo- 
jg furious 
change, pre- 
senting; both 
opportunities 
and dangers. 


Gigs For Cheap 

The entire hard drive 
industry is making the 
-ansition past the gigabyte 
mark. Around the same time 
hard drives passed the gigabyte 
barrier with scarcely a look 
backwards, a number of other 
aass storage technologies: Zip, 


The Main Event: 

EIDE versus SCSI 

For several years, hard drives 
in the PC market were strictly 
divided into two very different categories: IDE 
(Integrated Drive Electronics) or SCSI (Small 
Computer System Interface) drives, 

IDE models were cheap, but slow, and limited 
in terms of how many devices could easily be added 
to a PC. SCSI models were markedly more expen- 
sive, but also significantly faster, and the SCSI tech- 
nology lent itself to adding several additional 
devices to a PC. In practice. IDE drives were the 
choice for most home and low-level business PC 
users, while SCSI was the choice for the demanding 
business user, or the home "Power User." This sim- 
ple distinction changed rapidly over the last couple 
of years, as the new. improved EIDE (Enhanced 
Integrated Drive Electronics) standard appeared and 
spread rapidly through the industry. 

Today. EIDE drives deliver read/write perfor- 
mance only slightly below SCSI drives of compara- 
ble capacity, but the EIDE drives are still signifi- 
cantly cheaper than the SCSI models. SCSI has 
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come down in price somewhat, and its histo- 
ry of crankiness in terms of case of installa- 
tion has been largely overcome, but on bal- 
ance. EIDE seems to have won the battle for 
the lion's share of the desktop PC hard drive 
market. However, resellers who specialize in 
high-end SCSI mass storage solutions may 
find that they are working a smaller, but 
higher margins professional computing cus- 

According to benchmarks, equivalent 
EIDE and SCSI drives from the same manu- 
facturers (such as IBM Ultrastar ES SCSI 
drives vs. IBM Desklstar 3 EIDE drives, or 
similar comparisons of Quantum or Seagate 
products) reveal only a few per cent speed 
advantage to SCSI. This means that for the 
average PC user, there is no real advantage to 
going to SCSI. For the serious business user, 
though, especially where there is a good like- 
lihood of needing to control multiple devices 
on a server or a high end desktop, the extra 
cost of SCSI is still often compelling. 

The Leaders In Hard Drives 

With new models appearing almost monthly, 
the leader in pricc/pcrformancc changes reg- 
ularly. Also, different benchmark software 
often yields conflicting results. Nevertheless, 
in recent tests, a few vendors show up as the 
leaders time after time. In the EIDE category. 
Quantum's Fireball series has often been the 
winner, along with Western Digital Caviar 
and IBM Deskstar models. In the SCSI drive 
category. Quantum and IBM models are also 
highly rated. 

Even after a particular model of hard drive 
has been declared obsolete, it may have 
some appeal both to resellers and end-users 
— if the price is right. There will probably 
always be a market for extremely budget- 
priced PCs for beginners without much 
money, or who have modest computing 
needs. Last season's, or last year's, hard 
drive models, suitably marked down, may 
attract ready buyers. However, the low 
prices shouldn't come out of u reseller's 
already slim margins. Manufacturers should 
be prepared to sell out-of-date drives at 
extremely attractive prices. 


What Makes A Good Drive? 

The criteria for a good hard drive centre 
around a few factors: cost per megabyte of 
storage capacity: read/write speed (seek 
time): ease of installation; quality of docu- 
mentation: and physical size. Most drives 
currently provide a street cost of around 20 to 
25 cents per megabyte for EIDE drives, and 
25 to 35 cents per megabyte for SCSI drives. 

Removable Media 

The typical hard drive is typically mounted 
solidly within the chassis of a PC (though 
there arc external 
hard drives avail- 
able. they have lim- 
ited markets). Vet. 
most PCs also come 
with a floppy disk 
drive, to make it 
simple for the user 
to read and write 
fairly small amounts 
of information to 
and from a portable diskette. Many users, 
however, would like to make cheap backups 
of the information on a hard drive, either for 
archival and security purposes, or to easily 
move that information to another computer. 
Much of the most interesting innovations in 
mass storage have come from attempts to 
meet the PC users' need for making large 
amounts of data easily portable. Various 
kinds of cartridge, tape. CD and diskette 
devices have been developed to allow data 
to be physically copied and moved off of a 
hard drive. 

Iomega Corp. has scored one of the 
splashiest hits in the PC mass storage market 
in 1996 with its slickly marketed, popular, 
cheap Zip drive. This is a peripheral with a 
removable floppy-disk style diskette. 
Resellers should be a little wary of the last- 
ing appeal of the current models of Zip 
drive, however. The 1 00MB removable 
diskettes are looking a little skimpy in terms 
of capacity at a time when cheap hard drive 
capacities are quickly moving past 2GB. 

Iomega's competing Jaz drive, with a 
IGB removable cartridge, is much more 


impressive, from both speed and capacity 
point of view — it is as fast as many EIDE dri- 
ves. However, it is more expensive than most 
common EIDE hard drives, making it a less 
attractive purchase for the mainstream PC user. 

The venerable SyQuest drive, which 
has been the removable mass storage medi- 
um of choice for the graphic arts industry for 
many years, is still a contender. The latest 
model has a capacity of 230MB per car- 
tridge. and is very inexpensive. 

Other new. more exotic mass storage 
technologies are also competing for the con- 
sumer's attention. 
Fujitsu introduced a 
very capable magne- 
to-optical disk system 
which had a hard time 
catching on despite 
impressive ease of 
installation and good 
price/performance. 
Various kinds of CD- 
ROM recorders have 
come on stage in the last couple of years, 
with prices falling below the SI. 000 mark. 
Many analysts claim, however, that before 
the CD-Recordable (CD-R) market can take 
off. recordable CD systems will have to get 
close to regular CD-ROM readers in price. 

The 'floptical' drive, which seemed 
promising a few years ago. seems to have 
largely flopped. Some of the early models 
had serious reliability problems. 

Buyer (and Seller) Beware 

There is no guaranteed winner to the mass 
storage sweepstakes. It seems certain that 
there will be a plethora of credible mass 
storage offerings on the market in the next 
decade. Most of those which reach the mar- 
ket will probably be pretty good, in their 
day. But. if the recent situation is any guide, 
even the successful products, after their day 
in the sun. will be superseded by demonstra- 
bly better and cheaper technology within, at 
most, a couple of years. MaVi 

Jeff Evans is a Toronto-based journalist 
specializing in high technology. 


SCSI has come down in price 
somewhat, and its history of 
crankiness in terms of ease of 
installation has been largely 
overcome, but on balance. 
EIDE seems to have won the 
battle for the lion’s share of the 
desktop PC hard drive market. 
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find new the new version 
an attractive package for 
small LAN customers, as 
the networking software 
supports DOS, Windows, 
and Win95 PCs, and adds 
modem sharing and Internet 
features. 


by Alan Zisman 

Is it finally 'The Year of 
the Network"? It seems 
like computer magazines 
started declaring it 
National Network Year 
sometime way back in the late 1980s. with 
the hype continuing non-stop ever since. 

It's been more despite the hype than 
because of it. that more and more networks 
have sprouted up ever since — now growing 
beyond local area networks to connections 



Lantastic 7.0 — 

More Satisfying, Less Filling 


to the Internet — the biggest ;wide area net- 
work of them all. And like other software, 
networking software has gained in features. 
Once, networks provided shared services 
like printers, and room to Store files on a 
central hard drive. 

• Add E-mail. 

•Add security. 

•Add workgroup scheduling. 

• Run applications on the server. 
•Collaborate on projects. 

•Finally, try videoconferencing across the 

Of course, as our demands on the net- 
work increase, we wanti increasingly 
sophisticated software. But that means 
more complexity — systems that are 
increasingly difficult to set |tp. administer, 
and keep up and running. 

Arizona company whose 
core product. Lantastic. 
has been providing sim- 
ple networking since 
even before the first ‘Year 
of the Network' As 
Microsoft has added 
basic networking features 
into its operating systems, starting with 
Windows for Workgroups, and continuing 
with Windows 95. Lantastic has been forced 
to scramble to survive — op the one hand, 
adding features that added value beyond 


what Microsoft was throwing in for free, 
while on the other hand, remaining relative- 
ly simple to set up and configure. 

With the newest version. Lantastic 7.0. 
they've pretty much succeeded. 

A single package includes versions for 
Windows 95. Windows 3. 1 users, and even 
DOS only machines, and users of these var- 
ious versions can all connect onto a single 
network. (OS/2 users have their own version 
of Lantastic. which can connect along with 
the other versions, but is not yet updated to 
version 7.0) As well, users of the new ver- 
sion can work on the same network with 
users of earlier versions 5.0 and 6.0. 

Installation of any version is simple — 
but know what sort of networking adapter is 
installed, and its IRQ and I/O setting; Artisoft 
includes drivers for a 
wide variety of com- 
mon adapters. As well, 
choose a name lor each 
machine, and need to 
make a fundamental 



decisi 


will 


machine be installed as a 
workstation or a server? 
Like Windows 95 
or Windows for Workgroups. Lantastic can 
be set up as a peer-to-peer network — 
machines can all function as servers, sharing 
printers and hard drives with the rest of the 
network. Performance will improve, however. 
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if a single machine is used as a dedicated server — allowing other 
machines to share its resources such as hard drives, printers and 
CD-ROM. When run that way. the server doesn't need to be a real 

powerhouse — even an old. unused 386 as 

a print server can adequately serve a small 
to mid-sized network. txm 

Lantast ic can also be used to connect 
onto bigger networks, as hooks to Novell 5*0 
systems are included. 

As in previous versions, after instal- 
lation, network administrators working 
within Windows or from DOS-based utili- 
ties, can set a variety of levels of access. 

ranging from open access without log-in <:*■** .* 

or passwords, to any desired combination fesiM 

of user and workgroup access levels. For lti'ltll-1 1 tMHBafflBBIgp 

many users, these security features alone 
make the product a worthwhile improve- 
ment over the anemic protection provided by the built-in 
Microsoft networking. 

The big addition, however, is the result of Artisoft's purchase 
of InSync ModemShare. This technology now allows Lantastic 
servers to share modems across the network. Suddenly, a single 
28.8 modem and phone line can be made accessible to all the 
workstations in an office. With the addition of included TCP/IP 
stacks, each machine could then connect to the Internet. (And 
with the possibility of multiple servers, multiple modems can be 
made available for sharing). 

Even more impressive, multiple machines can share a single 
Internet address, making it possible for several workstations to 
use the Internet at the same time with a single modem connection 
on the designated server, and a single Internet account. (Note: this 
feature is only available on Windows 95 installations). 

But what about bandwidth, you ask? Can you really have 
several users sharing a single, modem-based Internet connection 
without slowing to a crawl? 

Well, it's not as bad as you'd imagine. Most often, when 
users are accessing the Internet, they are only actually connect- 
ing to another machine in short bursts — the rest of the time, 
users are reading the downloaded pages, without actually being 
connected. As a result, two or three users can share a single 
modem line without noticing it too much. (Of course, as the 
number of users increases, the possibility of conflict also increas- 
es. Let’s not imagine 16 workstations on one Lantastic network 
all trying to use a single 28.8 modem at once). Artisoft recom- 
mends getting an ISDN or faster line if you want five or more 
simultaneous Web surfers. 

Artisoft sells Lantastic in new user and upgrade versions, and in 
single licences. 10-licence, and unlimited installation versions. Costs 
range from S99 for a single upgrade (S169 for a new user), through 


$699 for the 10-pack, to $1,399 for the unlimited-user version. 

With increasing interest from small businesses and even home 
users in setting up small networks, and especially with increased 
interest in connecting multiple machines 
u.'im.n.fa'oi 1 10 , * le * nlcme1 ' Lantastic 7.0 should find a 

( ready market — especially with its easy 
I 0 , j support for a mix of DOS. Windows. Win 
95. and even OS/2 machines. 

T-JL— Resellers hoping to provide ready-to- 
use systems for these clients should con- 
m - .# | , . pv' 1 sidcr becoming familiar with Lantastic. and 

perhaps offering it as an option on their 

systems. It fills a vital niche for users for 
whom Microsoft's built-in networking is 
too basic, but Novell Netware is too intim- 
idating. expensive, or complex. Artisoft 
Canada is in Etobicoke. Ont.. and can be 
reached at 1-800-756-2763. WW2i 


Alun Zisman is a computer journalist and teacher living in Vancouver. 


Taiwan Information 
Technology Trade Show 


November 25 Montreal Bonaventure Hilton, Montreal 
November 28 Sheraton Toronto East Hotel, Toronto 
December 2 Waterfront Centre Hotel, Vancouver 


Hosted by TAIWAN’S INFORMATION 
TECHNOLOGY TRADE MISSION TO 
CANADA, 1 996 and the following Offices 

For Further Information and Pre-registration Please Contact: 

Toronto: Taipei Economic & Cultural Office, 

Commercial Division 

Tel: (416) 363-9946 or 363-5630 
Fax: (416) 363-2023 

Montreal: Taiwan Trade Center 

Tel: (514) 844-8909 
Fax: (514) 844-9246 

Vancouver: Far East Trade Service Inc. 

Tel: (604) 682-9501 
Fax: (604) 682-9775 
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by Paul Weinberg 


The Training 
Quandary 

Are the knowledge and 
certification always 
worth the time and 
expense of training? 


Vancouver-based PC reseller Franklin 
Leung has been studying to become a cer- 
tified NetWare engineer (CNE) since 
1992. 

With the exception of some free prod- 
uct seminars offered by vendors, he also 
does not have his employees trained out- 
side. because he says he cannot afford the 
thousands of dollars required to subsidize 
the effort. Now the owner of ComPu 2000 
Technology is coming to the realization 
that the long hours on the job may preclude 
him from ever getting certified personally. 
"Maybe. I should have hired a CNE after 
all." he said. 

To become a CNE. one must take sev- 
eral courses and an exam from a training 
and testing facility authorized by Novell 
Corp. — with the total cost being about 
S9.000. 

On the other hand, for a person seek- 
ing to be a certified Microsoft systems 
engineer, the combined courses and exam- 
ination at facilities approved by this vendor 
ranges from $5,000 to $10,000. 

The money and the time involved in 
certifying employees is prohibitively 
expensive for many small resellers, says 
Bob Pritchard, president of the Markham. 
Ont.-based R.J. Pritchard & Associates 


Ltd., an expert on computer industry sales 
channels. The relevance of certification 
depends upon the reseller's focus and 
clientele, according to Pritchard. “Some 
corporate clients are likely to demand cer- 
tification; others are more interested in ser- 

Vendor education [programs for 
resellers are technically oriented, adds 
Pritchard. "Very few vendors offer sales 
and marketing training. Resellers need 
more of that." 

Resellers providing solutions are gen- 
erally the targets of vendors' sales reps 
pitching their education programs. From 
all accounts, the most popular courses 
involve the three major operating systems 
NT. Novell NetWare and Unix from their 
respective vendors. Microsoft. Novel and 
SCO. 

"As the software industry matures, the 
vendors need a more experienced channel." 
says Stuart Bentley, president of the 
Mississauga. Ont.-based Trios Training 
Centre, an authorized trainer for Microsoft 
and SCO software products. 

Currently, training activity has 
become more intense as vendors find they 
cannot accomplish everything and rely 
upon resellers for the development of verti- 


cal applications, says John Smith. IBM 
Canada's manager of software channels. 
IBM is rolling out more educational pro- 
grams with the onset of complex networks 
and the Internet. 'The challenge is to link 
certification with the practical real world 
experience." he says. 

Resellers with certified, highly trained 
staff end up becoming competitive and 
more likely to bill customers at higher rates 
for solutions, according to Smith. But not 
all resellers are completely happy with the 
programs being offered by vendors. 

"The resellers arc telling us they want 
shorter classes, direct to the point." says 
Curt Skene, education and certification 
program manager for Microsoft Canada. 
He attributes much of the training activity 
to the boom in sales for Microsoft NT. 

Lately, the major vendors and their 
authorized third-party training providers, 
have sought to reduce reseller resistance to 
lengthy classroom instruction in their cours- 
es with such alternatives as short compressed 
courses, self/study and eomputer/Intemct 
based training or a combination of approach- 
es. A warning though from Bentley at Trios 
— he says the classroom still offers the best 
form of vendor education, with its interac- 
tion of students and instructor. 
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http : ///www. ccwm ag . com/cw Buyer-to-Advertiser Fax Inquiry 


Dear Advertiser: 

Re: Your ad and listing in Canadian Computer Wholesaler 

Issue, page 

Please quote on your products as described below: 
Product name / Model Numbers Quantity 


Detailed specifications, requirements, applications: 


□ Please fax me information 

□ Please send catalogs/prices 

□ Please call me 

o Please send a sales representative 


COMPANY INFORMATION 


ADVERTISER 

Fax to: 

Fax No.: 

Or mail to: 


BUYER (or paste your business card here) 

From: 

Company Name: 

Phone No.: 

Fax No.: _ 

Address: 


Job Title: 


1. Our business is mainly: 

□ Storefront reseller 

□ Non-storefront reseller 

□ OEM/Integrator/Assembler 

□ Other 


2. We plan to buy this product: 

n Immediately 

□ Within 3-6 months 

□ Within 6-12 months 

□ Within 12-24 months 


3: Our main product lines are: 


4. Markets / Distribution channels we sell to: 

□ Distributors □ Small-medium size business 

□ Dealers □ Government / School 

P VARs □ Home-office / Consumer 

□ Manufacturers a Other: 


5. My job function can best be described as: 

P President □ Vice president 

□ General Manager o Store manager 

0 Purchasing manager □ Financial manager 

a Marketing manager □ Other: 


Now fax the form directly to the advertiser. 
You’ll have all the information you want, in no time. 


TRAINING 


Up against the superstore and vendors 
selling PCs direct, the small resellers gain 
considerable competitive advantage with 
certification training, says a spokesperson 
for the Toronto-based PC Canada 
Networks Inc. a reseller focused on net- 
works. “The vendors have introduced certi- 
fication programs to provide end-users 
with a degree of confidence and guarantees 
the reseller’s commitment to the product 
line." he says. 

But at Ace Computers, a long-time 
fixture in downtown Toronto, owner Darby 
Yung counters that the designation of certi- 
fication has lost its consumer drawing 
power, now “that 
everybody and their 
mothers in law has a 
certification." 

Currently. Ace 
employs certified 
Microsoft and Novell 
product specialists. 

But Yung who calls 
himself a systems inte- 
grator. is wary of 
spending more on cer- 
tifying staff, when the 
recipients will view It 
as simply “a passport" 
into higher paying jobs 
elsewhere in the indus- 
try. "I'm not going to 
spend money [on 
training) unless it is a 
revenue generator." he 

Resellers end up 
working harder to 
push the vendors' products in order to earn 
back their initial investment on staff train- 
ing. adds Yung. "Otherwise, you don't get 
your money back." 

Pritchard concurs that certification, 
while a positive thing, is also "an effective 
way to raise money out of resellers." 

But employees who are trained also 
tend to be better motivated and happier in 
their jobs, says Brian Olson, a vice-presi- 
dent of the Braegen Group Inc., a Toronto- 
based. Unix oriented consulting systems 
integrator, with a focus on LANs. His sug- 
gestion is that resellers who treat their 
employees well and compensate them 
appropriately for their improved skills face 
less internal turnover. Certification, he 


adds, is a form of career advancement, as 
well as "a status symbol.” 

Yet, turnover can be "ajfact of life," in 
the computer industry, says the owner of 
the Calgary-based Amega Micro Systems, 
where the technical specialists tend to stay 
three or four years before departing. 
(Pritchard, however, said he thought that 
tenure was remarkably long,) The Calgary 
reseller, who asked not to be named, 
recently lost her certified Microsoft engi- 
neer. "I can't keep them. They go to 
Anderson Consulting. SHL, IBM.” 

The young people she hires right out 
of a community college might have a good 


aptitude for technology, but are generally 
unemployable. Their period of work with a 
small operation is essentially "an appren- 
ticeship." where they develop their knowl- 
edge of software as support staff, which 
can make them valuable later, the Calgary 
reseller says. She never hires an individual 
carrying a CNE certification, without 
hands on knowledge. 

While the Amega owner appears 
resigned to the "train them and lose them" 
syndrome. Brian Olson at Braegan Group 
says the investment in vendor education 
has led to increased business. Olson says 
he expects to be hiring more technical spe- 
cialists soon. New areas of expertise are 
being explored. particularly in 
Intemet/Intranet consulting. With an 


emphasis on the IBM RS/6000. Lotus 
Notes and Sun Microsystems, the Braegan 
Group is involved in a high end market 
which demands quality sendee. As a result, 
says Olson: "Our staff goes as much as 
possible [to training courses]. We bite the 
bullet and spend the money." 

Olson estimates that the Braegen 
Group spends about one per cent of its rev- 
enues on staff training — or S5.000 per 
employee. The average specialist at the 
Braegen Group is in class about 25 days per 
year. A Unix systems administration train- 
ing course, for instance, is a five-day affair, 
costing about $2,200 for a single individual. 

Also, the process 
of vendor education 
does not end with 
certification, explains 
Olson. The technical 
specialist has to keep 
up on top new products 
and changes in the 
technology. 

But what mitigates 
the costs somewhat are 
the 1 5 to 20 per cent dis- 
counts the Braegan 
Group receives from 
vendors. Also, losing 
support staff for a few 
days is somewhat 
solved by only sending 
one person out at a time 
to vendor courses, many 
of which are frequently 
repeated, adds Olson. 

But whatever the 
vendors might say 
about the importance of reseller education, 
it appears that end-user training is still 
where the most of their money is still being 
made. Microsoft Canada, for instance has 
150 sales representatives across the coun- 
try devoted to selling its training, but only 
eight are focused on resellers. 

Part of the reason is that corporate end- 
users are a bigger training market than 
resellers. Also, says Pritchard, vendors 
"have more impact on the corporate end- 
users. while the more individualistic 
resellers are harder to influence." Ksvi 

Paul Weinberg is a journalist specializing 
in liigli-teclmolagy reporting and business, 
based in Toronto. 


"As the software industry matures, the vendors 
need a more experienced channel." 


- Stuart Bentley 


"I'm not going to spend money [on training] 
unless it is a revenue generator." 


— Darby Yung 


"Our staff goes as much as possible [to training 
courses]. We bite the bullet and spend the money." 


— Brian Olson 
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LG Electronics Inc. has developed the nation's 
first I6x speed CD-ROM drive after six months 
of research and development by 1 1 researchers. 

LG's I fix speed CD-ROM drive, which 
adopts the state-of-the-art CAV (constant angu- 
lar velocity) and CLV (constant linear velocity) 
technologies, has a data transfer rate of 2.400 
Kbps. Mass-production of the new drive will 
start late next year, die company said. 

The fastest CD-ROM drives currently in 


production are I2x drives; though Victor 
Company of Japan Ltd. will begin sales in 
December of a new I4x speed CD-ROM drive 
mechanism which will be made available to CD- 
ROM drive manufacturers for inclusion in their 
own products. I 

Matsushita Electric's ruggedized 
notebooks can bounce! 

Drop 'em or drench 

ers announced by 
Matsushita Electric 
Industrial Co. 

The Osaka-based 
electronics giant has 

built its new "ProNotc 

thing a "road-warrior'' 
may put them through. 

The "ruggedized" 
notebooks have been built to withstand vibra- 
tion. dust, and moisture. They will cope with u 
spilled cup of coffee or a drop from 70 centime- 
ters. claims the company. In company tests. 
Matsushita found the new computers three times 
more vibration-resistant than the company's 
conventional notebooks. 



mounted with a shock-absorbing gel. LCD 
screen protection is offered by internal dampers, 
and the entire machine is built inside a frame of 
magnesium alloy. 

Flagships of the range are two models that 
include a 133MHz Pentium processor at their 
heart. In addition, the machines have a 1 ,35GB 
hard disk drive. 10.4-inch color TFT display. 
IfiMB of RAM. floppy drive, six-speed CD- 
ROM drive. Sound Blaster-compatible sound 
card. IrDA infrared port, and three type II PC- 
Card slots. The difference between 
each comes down to the software 
supplied, either Windows 95 or 
Windows 3.1. 

The lower two models sport 
similar features except for 100MHz 
Pentium processors. SMB of RAM 
and an 840MB hard disk drive. 

The price of the top models is 
about USS4.475 and the two lower 
models arc about USS3.576. 

Korea's LGE, IBM activate joint 
venture company for PCs 

LG Electronics Inc. and IBM Corp. have joined 
hands in making joint imuuds into the booming 
Korean PC market. The recent strategic alliance 
between the two companies gave birth to I.G-IBM 
PC Co. which will combine IBM's technological 
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competence with LGE's manufacturing capabilities. 

According to Stephensom the new fim 

t be developed by selling desktop and notebook 


Signing a joint venture agreement at the 
Hotel Lotte in Seoul yesterday, LGE president 
John Koo emphasized that LGE's alliance with 
IBM, one of the world's leading computer firms, 
represents a turning point in Korea's PC indus- 
try, R.M. Stephenson, general manager of IBM 
Personal Systems, said the joint venture will 
benefit not only LGE and IBM. but also their 
suppliers and. most of all. Korean customers. 

LGE and IBM Korea. IBM's Korean sub- 
sidiary. invested a total of USS30 million to set up 
the new firm, with LGE holding a 49 per cent 
share. The two partners will jointly develop, pro- 
duce and sell a wide amiy of computer products 
ranging from notebook PC's, desktop PCs. and PC 
servers to peripheral devices, all designed 
to meet the needs of Korean customers. 

LGE is strong in manufacturing 
and has an extensive distribution net- 
work. while IBM is one of the world 
top technological lenders and ct 
source parts at competitive prices 

The joint venture firm will 
produce 400.1X10 to 500.000 PCs 
about 30 per cent of the demand for PCs in 
Korea. The partnership agreement, however, allows 
LGE to export PCs to the U.S. under its own brand. 
But when it supplies PCs to IBM for sale in the 
United States, the products will cany the IBM brand. 


will introduce its first jointly developed PC 
servers and multimedia PCs this month. 

Packard Bell NEC started up 
PC operations in Japan 

Packard Bell NEC Japan K.K.. a new company 
formed to head the personal computer sales of 
Packard Bell and NEC Corp. in Japan, has start- 
ed operations. The new company is a result of 
the June merger of the PC businesses of Packard 
Bell and NEC. 

Packard Bell NEC Japan is headed by 
Beny Alugem. chairman, chief executive officer, 
and president of Packard Bell jNEC. who takes 
the position of chairman. President of the new 
company will be Makoto 
Tsuruta. funner general manger 
of NEC's overseas personal 
computers division. The new 
company is owned jointly by 
NEC and Packard Bell NEC. 

In a company statement. 
NEC said sales for the last half 
of this fiscal year, ending March. 
1997. arc expected to reach six 
billion yen. and 50 billion yen! in two years from 
now. It said it plans to continue selling Packard 
Bell computers through large retail stores and 
PC dealers. At the same time new business will 



computers via NEC's system integration busi- 
ness channels. 

PB-NEC Japan will draw on NEC's strong 
logistics and maintenance operation through collab- 
oration with NEC Logistics and NEC Home 
Electronics Service. The Japanese company will also 
handle manufacturing of PB-NEC Japan computers. 

Fujitsu predicts 13-21 per cent 
drop in company's 1996 profit 

Fijilsu Ltd.'s consolidated net profit is likely to fall 
to 50 to 55 billion yen in fiscal 1996 through 
March 1997. down 13 to 21 per cent year-on-year. 

Amdahl Corp.. a U.S. affiliate, reported a 
net loss of USS288 million in the fiscal first-half 
through June. The U.S. firm remodeled its large 
general-use computer during the period, leading 
to sluggish sales and the writing off of invento- 
ries. Amdahl is likely to post a net loss of 20 bil- 
lion to 25 billion yen for the lull year. 

Because Fujitsu held a 43 per cent stake in 
Amdahl as of the end of March, the unit's loss 
will likely pare Fujitsu's net consolidated profit 
by 5 to 10 billion yen. The slump in prices of 
semiconductors, expected to be unprofitable 
this fiscal year, is also hitting earnings. In fiscal 
1995. chips and other electronic devices earned 
about 85 billion yen. or almost 45 per cent, of 
the firm's consolidated operating profit. 
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Microsoft finds Anti-China 
insults In Windows 95 
After an exhaustive effort to create a Chinese 
language version of Windows 95. Microsoft 
Corp. said the operating system is creating 
insulting messages. Due to automated soft- 
ware editing, comments such as "Chinese 
bandits" and "take back the mainland" arc 
being displayed on computer monitors using 
the language-specific operating system. 

At press time the Chinese government has 
not issued a complaint and Microsoft has 
already implemented correction procedures. 
Along with an Internet update on the compa- 
ny's World Wide Web site, Microsoft also fixed 
all unshipped versions of the operating system. 

Current registered users in China are 
being sent new copies of the Chinese lan- 
guage Windows 95. officials said. 

Microsoft's managing director for 
China. Bryan Nelson, said the phrases appear 
in utility programs called input method edi- 
tors. which are used to create characters in 
Traditional Chinese. These programs attempt 
to automatically anticipate and complete a 
phrase a user is trying to create. 


Capital Securities analyst Evan Chang 
said the present glut and low prices were 
likely to continue until the middle of next 
year. He said the market had rebounded to 
about USS3 per megabyte from USS2 ear- 
lier this year, but this was not likely to last 
for long. "The price will bottom in the 
middle of next year." he said, adding that 
the market would improve in the fourth 
quarter. 

Meanwhile, with demand for DRAM 
chips unlikely to grow much — by about 10 
to 1 5 per cent — local producers were diver- 
sifying into logic and ASIC (application-spe- 
cific integrated circuit) chips. 

Richard Wei of Lehman Brothers 
agreed the market would improve towards 
the middle of 1997. though he pointed to 
month-on-month sales improvements which 
showed sales had bottomed out in June and 
July this year. 

Historically, demand had been driven 
by the PC sector, he said. "Looking forward, 
the sources of demand will diversify. In the 
longer term. I am still very positive about 


Software growth slows in Asia-Pacific 
The brakes went on for U.S. personal computer software revenues 
in some sectors of the Asia-Pacific market in the second quarter of 
1996. according to figures released by the Washington. DC-based 
Software Publishers Association. 

Revenue for SPA member companies in the quarter was 
US$340 million, a rise of just four per cent on the same period of 
1995. the figures showed. For the first half of 1996. revenues were up 
24 per cent to US$702 million compared with the first half of 1995. 

The Q2 slowdown in growth was primarily due to negative 
results in three countries — Hong Kong. Singapore and Taiwan — 
along with growth of only two per cent in Japan, by far the region's 
biggest software market, the figures show. This was balanced by a 
belter showing in Australia the region's Number T\vo market for 
PC software, where revenues soared 23 per cent to US$67.8 mil- 
lion for the quarter. Compared with many other Asia-Pacific coun- 
tries. piracy rates are low in Australia. 

There was also strong growth of .39 per cent in mainland 
China, but the market remained relatively small at US$2.4 million 
for the quarter. 

Japan is by far the biggest market with revenues of $223.4 
million, up two per cent for the quarter. 

The SPA reported strong gains in the region for electronic 
mail and programming software, up 26 per cent and 52 per cent 
respectively. "E-mail and the Internet will provide a new direction 
for Asian economies and spur new growth for the software indus- 
try," predicted Ken Wasch. SPA president, adding that communi- 
cations was emerging as a "killer app" for the region. 

The SPA is looking to boost its members' revenues in the 
Asia/Pacific region with anti-piracy campaigns. It recently opened 
an office in Australia and announced plans for an ed ucation cam- 
paign along with prosecution of persistent offenders. WAY I 


The editing software, created by 
Taiwanese companies, is used to create what 
is called Traditional Chinese, the standard 
characters used most in Hong Kong and 
Taiwan. The Chinese version of Windows 95 
is written in $imple Chinese and editing soft- 
ware is needed to create Traditional Chinese. 


A Microsoft spokesperson said: "While 
this is an embarrassing situation for us. wc 
are pleased that it has been solved quickly 
and easily. The fact that the Chinese govern- 
ment did not file a formal protest shows how 
strong our relationship with them is." 


Taiwan chip makers will see 
market rebound in mid-'97 


Taiwan semiconductor manufacturers can 
expect a rebound in the middle of next year, 
but the market glut may return by early 1998, 
analysts say. 


The sector, worth about $3.6 billion in 
production last year, has contracted sharply in 
1996 as a result’ of global over-supply. Two of 
the largest local chip manufacturers. Winbond 
and Taiwan Semiconductor, have marked 
down their profit forecasts in recent weeks. 
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MARKET OUTLOOK. 


Analysts Predict Growth 
In Technology Market 


by Thomas Klein 


There hus been a strong rebound in software, semi- 
conductor. hardware and server technology stock 
prices — as technology market analysts are anticipat- 
ing growth, sales and cumings for these sectors will be 
much stronger than originally forecast earlier this 
summer. The turnaround can be attributed to this 
expectation: that corporate and consumer dcmuitd will 
be strong in 1997. 

This is a sudden and dramatic change of opinion 
in a very short period of time. Many resellers might be 
still be on the defensive after having to deal with 
inventory gluts and slow sales over the past quarter. 
But. it is lime to prepare for u very positive increase 
in sales. There arc a number of factors developing 
that suggest that the industry is headed for a banner 
year in 1997. 

On the corporate side, the rapidly growing 
acceptance of the Internet and the benefits of the 
intranet have encouraged corporations to reevaluate 
their strategies and budgets for 
technology expenditure. A 
case in point would be the 
recent 10 per cent purchase of 
iStar — the intranet and 
Internet service provider, by 
the Bank of Nova Scotia. The 
Bank of Nova Scotia along 

with TD Bank and the 

National Bank will be rolling out turnkey solutions for 
Internet commerce. These banks will be offering cred- 
it card payment processing for consumers and mer- 
chants selling goods over the Internet. This will gen- 
erate a major increase in spending in technology prod- 
ucts from the banking industry. 

More significantly, this removes a barrier that 
has stopped many companies from investing in the 
Internet: security and consumer acceptance. Like it or 
not. consumers and merchants trust the banks and arc 
accustomed to doing business with them. This will 
rapidly accelerate the demand for companies to get a 
presence on-line. 

50 WHOLESALER November 1996 mb ccwtoa com 


As more and more companies offer services on 
the 'Net more consumers will want do business over 
the 'Net. The consumer will be bombarded with 
advertising promoting the advantages of being on-line 
in 1997. Cable companies will be rolling out high- 
speed access, phone companies are offering free 
Internet time, und now banks will be offering a multi- 
tude of services on-line. This will increase the demand 
for computer software and hardware. 

Database and Network Management 

Another growth area for the industry is database man- 
agement and network solutions. The efficient man- 
agement of data and information is a key concern for 
all major corporations. Small increases in efficiency 
for large companies can translate into large cost sav- 
ings and increased profits. Big companies will invest 
large amounts of capital in technology if reduced 
costs or a competitive advantage can be realized. The 
ability to create, access, 
manipulate, organize and 
share information from 
different applications and 
sources is the most 
appealing technological 
innovation for business to 
date. The demand for net- 
work management soft- 
ware has grown more than 35 per cent in the last year 
and we arc just seeing the tip of the iceberg. 

It looks as if corporate world is committed to 
spending vast sums of money in the next decade but 
what about the general public? I think that the con- 
sumer is about to enter the market place in a big way. 
starting with this Christmas. 

Let's look at some recent economic trends. 
Canada has had success with reducing government 
debt, inflation is at record lows, and GDP is forecast 
to be the best of G7 nations. 

The combination of all these factors will increase 


"I think that the consumer 
is about to enter the market 
place in a big way, starting 
with this Christmas." 



MARKET OUTLOOK 


investment in Canada and therefore strengthen the 
Canadian dollar. In fact in the past weeks we have 
seen a much stronger Canadian dollar. A strong 
Canadian dollar creates an opportunity for interest 
rates to go even lower. The argument that interest can 
not go lower because they have not been at these lev- 
els since the late 1950s is based on emotion and not 
the facts. The government 
realizes that a low 
Canadian dollar is good for 
business and had interest 
not dropped over the past 
year, we would be looking 
at a much higher dollar. 

In fact, the recent strength in the dollar leaves 
plenty of room for further rate cuts. Factor a low inter- 
est rate environment with the fact that consumers have 
delayed purchases of big ticket items such as cars, 
major appliances, electronics and computers since the 
early 1990s and you have the potential for a spending 
boom. The pent-up demand for these products is about 
at the breaking point and the key fact is that all of 
these products have a high degree of technology com- 
ponents. The demand for technology components 
from consumers and corporations should reduce 
inventory turnover ratios. 

There is a continuous need for computers and 
their components, but it can be a cyclical industry and 


"Corporate and consumer 
demand will be strong 
in 1997." 


demand increases and decreases when older technolo- 
gy saturates the market and new technology comes on 
stream. Both business and the private sector didn't 
want to get caught in buying products that were soon 
to be outdated and paused to evaluate the latest tech- 
nologies. 1996 was a year of evaluation and that the 
larger purchases arc on the horizon. 

j The macro economic 

argument looks good but 
what are the recent statistics? 
Two months ago. book to bill 
ratios of most manufacturers 
were less than 1:1. that is that 
new orders were coming 
much slower than the ones being filled. The market pan- 
icked and technology stocks took a dive in mid- July. 

Although sortie of the companies that have a lot 
of older technology in inventory will still be hurling 
for a while, the companies with the latest technology 
can not keep up with the demand. Book-to-bill ratios 
are headed back over 1:1 for leading edge manufac- 
turers. This is a very positive sign and adds validity to 
the macro economic trend. 


I think that the coming quarter will be slow, but 
1997 looks great! K2ZJ 




Canadian Computer Wholesaler welcomes your 
opinions on current issues in the market, plus your 
feedback on our publication. 

Please write to: The Editor; 

Canadian Computer Wholesaler; 
Suite 503-425 Carrall St.; 
Vancouver, B.C 
V6B 6E3. 

You can also fax: (604) 608-2686 
Or E-mail: ccw@tcp.ca 

We reserve the right to edit your submissions for 
length and clarity. 
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I rue Hotel de Ville, Doltard des Ormeaut. Oue H 

Tel. (514) 685-0600 fat (514) 685-0701 
Toll-free: 1-800-361-6466 


BSD International Marketing 

701 Spinnaker Way. Suite 4. Concord. Ont L4K 
Tel • (905) 669-66’ 3 fat. (90S) 669-6614 


BTW Electronic Parts 

400 tana Park Dr, Unit 1 1. 

Markham. Ont L3R3K2 

Tel. (90S) 479-0797 fat (90S) 479-3601 


BusinessVision Management Systems Inc. 

2600 Skymark Ave . Bldg 3 

Mississauga, Ont L4WSB2 

Tel. (90S) 629-3233 Fat: (905) 629-3208 

http:ll8usinessVdion.com 

C.ltoh by CIE America Inc. 

156-190 Millcreek Dr.. June 404 

Missumfr, Ont LSN 3E7 

jp (800) 668-4499 Fat ( 90S) 785-0074 


Cablecor Ltd. 

;(&5»epse Rd £.. Suite 102 
Markham. Ont. L3R 1S8 
Tel: (905) 475-0395 Fat. (90S) 475-0395 
Cabletek Electronics Ltd. 

114-1585 Broadway 

Port Coquitlam. B.C V3C 2M7 

Tel. (604) 94 2-1001 Fat 1604) 942 1010 


665 Hood Rd 

Markham, Ont I3R df I 

Tel (905) 940-9000 Fat tSOS) 940-9009 


Calsbv Computer Products 


Tel (604) 599 1232 Fat; (604) 5! 




1 403 1 2550294 1 fat. (403) 255-4902 
(403) 487-5578 Fat (403) 489- 1297 
. . (90S 470-7338 


Bdmonton 

Toronto ON lei. (905 1 470-7342 
Montreal OC Tel: (514 ) 276-4477 ( 

Canadian Advanced Industries Ltd. 

405 Britannia Rd E. Suite 23 
Mississauga. Ont L 42 3E6 
Tel: (905) 501-8375 Fat (90S 1 501-83/6 
CanaMicro Distribution Inc. 

4400 Cote de tiesse Rd . Suite 1 10 
Montreal. Oue II4N 2P7 
Tel (S 14) 737-3631 Fat 1514) 737 3632 
hnpitvw/vt.canamcro com 
Canatronic International Inc. 

125 Traders Blvd. E. Unit 5 Mississadga, Ont L422H3 
tel. (905) 7174173 Fat- <9051 712-4179. 1-800-467 0554 

Canbell Group Enterprises Inc. 


Canon Canada Inc. 

6390 Ditie Road Mississauga, Ont. 1 st IP7 
Tel: (905) 7951” I Fat (905) 795-2014 
Ton-Free (800) 263-1121 

Canrep Power Systems Inc. 

4975 Dundas St IV, PO. 80.66 
toronto, Ont M9A 4X I 


Canveon Systems 

16 Oreen field Ave , Wilkjwdale. Ont. M2N 3 
Tel: (416)226-2181 Fat (416)2264341 


CBM Metal (Canadian Business Machines Lt 

1832 Bonhill Rd.. Mississauga. Ont 1ST IC4 
Tel: ( 9051 670-7471 fat. (905) 670-3213 

ChronoFAX 

1751 Richardson. Suite 2529. Montreal, Oue. H3K ICS 
Tel (SI 4) 932-9090 fat 1514)932 9010 
http //www chronofat.com 

CHY Electronics (Canada) Inc. 

1234 Reid Si , Unit 5, Richmond Hill, Ont L4B IC1 
Tel; (90S) 882-9300 Fat 1905) 882-2300 


Tel; (905) 472-6904 

Cipher Systems Lti 

• 110, 259 Midpark wa 
Tel: (403) 256-8877 fa 


6)217-8000 Fat (4161 217-8099 


t (604) 27(53757 

Claris Canada. Inc. 

3 Church St. Ste. 402. Toronto. Ont. M5E I M2 
Tel- (416) 941-961 1 fat (416) 941-95 32 
Toll Free (800) 361-6075 


Classic Software Systems Inc 

420. 2861 Sherwood Heights Drive. Oekrtfe. Ont. 1 61 7k 
Toll-free (800) 200-5379 BBS (905) 829-2283 
Tel. (905) 829-5147 Fat (905) 829 5074 


Cobalt Technologies Inc. 

234 Church St. Markham. Ont L3P2M7 
Tel (90S) 472 041 1 fax (90S) 472-0783 
http web onrampea'cobak 

Cognos Inc. 

3755 Riverside Dr . P O Bot9707 

Ottawa. Ont K1G 4X9 

Tel. (613) 738- 1440 Fat 1613) 738-9203 

http.uvvww. cognos com 

Commercial Laser Technologies Inc. 

955 Wilson Ave.. Unit 13 

Toronto. Onr M3K 2A8 

Tel (416) 6336566 fat 1 416) 633-6617 


Compact Data li 

630 3rd Ave 5W.Su 
Calgary. Aka T2P4, 



Compaq Canada Inc. 

45 Vogell Rd. Richmond Hill. Ont L4B3P6 
Tel: (416) 229-8936 Fat (416) 229-8877 


Compubooks Canada Inc. 

3595 Sr Claire. Suite 2. Scarborough, Ont 
Tel (416)266-3353 Fat. (416) 266-3614 


Compulys Data Inc. 

1800 McGill College. Suite 2102 

Montreal, Oue H3A 376 

Tel. (514) 987-7466 Fat (514) 987-9611 


Computer Accessories Plus 

1 1000 Masse. Montreal North, PO H1G4G3 
Tel (514) 323-1000 fat. (514) 323 7227 


Computer Associates Canada Ltd. 

5935 Airport Rd, Mississauga, Ont. LAV IW5 
Tel- (905) 676-6700 Fat 1905)6766715 
Computer 8. Electronic 
4554 Dawson Street, Burnaby B.C. V5C4CI 
tel (60417995674 Fat (604) 299-5930 
Toll Free Order fat. I-80O-83I-4O16 


Computer Module Exchange (International) Inc. 

Markham, Ont 13R 187 

Tel (905) 415-95 00 Fat: (90S) 415-8363 


Computer Plug Accessories 

Unit 10, 73 Railside Rd . North York. Ont MBA 187 
Tel: (416)444-3100 Fat (416)444 4144 
Toll tree 1-800-265-2870 


Computer Square Inc. 

4361 Highway 7 East. Unit »2. UmonvtUe. Ont. L3R IMI 
Tel (90S) 4 1 5-0229 Fat (9051 415-0164 
Email: CSQUARE&IDIRECT COM 
Computron Systems Inc. 

40 1 Atden Rd. Unit ’3 Markham. ON L3R 4N4 
Tet (905)4771177 Fat (905) 477-828! 

Toll-free 1-800-927-4777 


Comtex Micro Systems Inc. 

13751 Mayfield Place. Suite 100. Richmond B C. V6V2C9 
Tel (604) 273-8088 fat 1604) 278-28)8 
Web Site- http Yvww.comtetmcro com 
Branch ollices 

Calgary, AB Tel 1403) 250-3386 Fat. (403) 250-8092 


Comtronic Computer Centre 

90 Riviera Dr.. Markham, Ont t3R 5MI 
Tel (9 051 479-8336 fat. (90S) 479-865 8 
Toll-free I 800797-5505 
Branch ollices 

Dartmouth, NS Tel (902)4688777 Fat. 1902) 468-4927 
Mamikon. Ont. Tel. (90S) 574-3744 Fat (905)574-8466 
Montreal. Ckre Tel; (514) 731-1223 fat (514) 731 1667 


Concord Idea Corp. 

3075 14th Ave. Unit 9 
Markham Ont. L3R 0G9 
7el (905) 513-7686 Fat: (90S) 513-957 2 


Connect Tech Inc. 

727 Speedvate Ave vv. 

Guelph, Ont NIX 1E6 

Tel. 1519) 836-1791 Fat' 1519) 836-4878 

http i Yvww connecttech. com 


Conner Peripherals 

SOBumhamthorpeRd.SuteAOI. Mrsarssauga. Ont L5B3C2 
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Cooper System Development Corporation 

59 Mill S'. N Newcastle. On t LIB INS 
Tel- 1905/ 987-2234 Fax : (90S) 987-2253 

C - P -.f Ottawa, Ont KIZ8R7 

Tel- 16131 728-8200 Fax (613) 728-9790 

Corporate Computer Systems Inc. 

;; - . i-. -■ - l-r 

Tel. (90S) 279-2223 Fax: (905) 479-85SS 
Toll-Free (800) 387-9751 


CPU Systems 

142 YTitlowdale Ave Toronto. On r M2N 4Y4 
Tel. (416) 733-2100 Fax (416)733-2275 

Creative Labs 

5025(X>for0r. St* 6 So* 301. Meassauga On 
Tel: (90S) 238-8456 Fax (90S) 238-8S41 
Custom Service (800) 998-1000 
Technical Support (405) 742-6655 
CSS Laboratories Canada Inc. 

9225 Leslie Si . Suite ’ 

Richmond Mill, Onl L4B 3M6 
Tel <905)882 0260 Fax; (90S) 881-0461 
http Jimm asiabs.com 
Cybersoft Enterprises Inc. 

200 Cochrane Dr . Unit 7. Markham, Ont L3R 
Tel 1 90S , 940 0966 Fax (90SI 9 40-0977 


Cygcom Integrated Technologies Inc. 

40 MacPhearson fid.. Markham, Ont L3B 3V6 
Tel (905) 771-1491 Fax (90S) 771 7657 
http:licrgcom.com 


sy Canada Ltd. 

■ Ave , Suite 201, Markham. Onl L3R 059 
W9 40-3314 Fax (905)940-0308 
oo Electronics Canada Ltd. 
ten RO. Markham, Ont L3B 4C1 
5)415 7290 Fax: 1905) 415-7287 


Daisytek Canada Inc. 

35 Valleywood Dr.. Unit 1. Markham, Onl L3R 519 
I el. (9 051 940-1121 Fax (90S) 940- 1220 


DAIWA DSS Distribution Inc 

36' Alden Road. Markham. Ont I3R 3L4 
Tel- 1416) 499 2889 Fax: (416) 492-650! 

Branch Offices 

Richmond BC Tel: (604) 244-9912 Fax <604)244 9986 
Mississauga Tel (905) 238-870! fax. (905)238-1586 

Dasher Technology 

70 Gibson Drive, Unit 1 1, Markham. Ont L3R 4C2 
Tel 1905) 415-0436 Fax: (905) 415-0968 


Data Accessories Corporation 

1 72 Trowers Rd. I Voodbndge. On! L4L 8A7 
Tel (905) 8508484 Fax: (905) 850-8490 
Data General (Canada) Company 

350-7070 Mississauga Rd 

Mississauga, Onl L5N 7)8 

Tel (905) 819-5300 Fax (90S) 819-5418 

http:iimwr.dg.com 


Datacom 

26 Barlow Rd.. Markham, On. L3R 8A2 
lei (905)415-8655 Fax (905) 415-8660 


DATAHOME Infosystems 

263 ’3986 Cambie Road, Richmond, BC V6V2K3 
Tel (604) 278-3584 Fax (604) 278-0532 
Toll Free I 800-361 -DISK 


DATALINK (urtec) 

129 Tetson Road. Markham. 
Tel : (90S) 415-0145 Fax: (9 


I. L3RI64 
475-9840 


Datamex Technologies Inc. 

1 1 5 Norfmch Dr . Downstriew, Onl. M3N <W8 
Tel (416)665-1808 Fax (416) 665-0682 


Daytek Electronics Corp. 


Deltec 

235 Yotkland Bkid, Suite 300 

North York. Ont M2) 4 VS 

Tel- (4 16/493-0196 Fax: (416) 493-7930 

Dentec Computer Corporation 

465 Milner Ave . Suite 3 

Scarborough, Ont MIB2K4 

tel. (4 1 6) 292-4003 Fax (416) 292-2487 

Develcon Electronics Ltd. 

856-5 1st 5r Cast. Saskatoon. Sack S7k 5C7 
Tel (800) 667-9333 Fax ( 3061931 i37 0 
http; Tfvvww. develcon.com 
Devita Associates 
30 West Beaver Creek Rd. . Suite 1 1 
Richmnd Ht. Ont. L4B3K! 

Tel- (90S) 771-8373 Fax. (90S) 771-837 5 
Dictaphone Canada 




Matheson Bird (.. Suite 10 


0 Fax (90S) 9489070 

Sh Columbia V2A 4V 


Knowledge R< 

> paid Ave F. 7th 


Discount Computer Club 

2' F, 145-4471 No 6 Road, Ric hmorid. B C V6V IPS 
~-l 1604)821 1108 Fax (604)821-0813 
4) 525 1089 j 


Dominion Multimedia Inc. 

130 Don Park Rd . Suite 3 

Markham, Ont. L3R 1C 3 

Tel: (905) 470-9896 Fax (905) 470-9909 

Dynacom Technologies Inc. 

' 955 Cole de Liesse, Suite 202 i 

Montreal. Due. M4N 3AB 

Tel l 514) 745-6655 Fax (5141 74J-0054 

Dynamic Channels Canada Inc 

22 Riviera Or., Suite 3. Markham Opt. L3R 5N 
Tel 005) 770-02/5 Fax-005) 770-0256 

Dynatek Automation Systems Inc. 

700 Bluewater Rd Bedford, NS BAB IG9 


Toronto. Ont.. Tel 1416) 636-3000 Fax. <4U 
Vancouver. B.C Tel ( 604) 6 81 01 rjl Fax (60. 

Dysan/Memorex Canada 

980 Denison St . Markham. Ont 1 3 R 3K5 
Tel: 005) 475-8870 Fax (90S ) 4/5 -9992 
E-LOG Business Systems 

Unit 3. Markham On I, L3R 
549 Fax. 1 9051 946-8228 


x- (905) 479-9582 


7/ay, Oakville. Ont 16M 3A2 
Tel: 005) 825-8020 Fax (905) 32S 9660 

Edge Wholesaler 

Unite 2. 337S 14th Ave , Markham. Onr 13R 2L6 
Tel. (90S) 948-0000 Fax- 005) 9(18-0505 


Eicon Technology Corp. 


Elco Systems 

Markham. Ont L3R 8V2 

Tet 005)470-7301 Fax; 005) 470-7304 

Electro Systems Group Ltd, 

1 1 20 Samford St Winnipeg. Man R3E 229 
Tel (204)772 941 1 Fax (204)772-9414 


Elitegroup Computer Systems 

44 East Beaver Creek Rd Suite 14 

Richmond Hill. Ont. L4B 1G8 

Tel- (905) 771-1602 Fax. (90S) 771-160 


EMJ Data Systems Ltd. 

PO Box 1012, Guelph. OntNIH6NI 
Tel (519) 837-2444 fax : (519) B36-1914 
Branch office! 

Richmond B.C Tel. (604) 270-9324 Fax (604)270 7834 
Calgary. Aka Tel: (403) 250-5343 rax. (403) 250-5373 

Bedford, 85 Tel. O 02) 835-1621 Fax: 002) 835-9127 

SI Laurent. Que Tet: (514) 745-4500 Fax 1514) 745 /886 
Winnipeg. Man Tel: (204) 9494X55 Tax. (204) 9490063 


EMPAC Computer Corp, 

168 Konaid Crescent. Markham. Ont I3R 979 
Tel 005) 940-3600 Fax. 1905) 94O-3604 
Branch Office 

Montreal. Ouetxx Tet (S14) 345-90)0 Fax (514)3458551 
Vancouver. B C Tp (604)8210177 Fax : (604/821-0277 


EPROM Computer Systems 

705 MddtefxM Road. Unit lot 
' ' ough. Ont M1V 5H5 

6)321 ’336 fax: (416)321-1831 


EPSON Canada Ltd. 

550 McNIchot Ave , 
Wittowdale, Ont M2H 2FI 
Tel (416)498 9955 Fax: 


(416)498-4574 


ER Group Inc. 

77 Ricardo Court. Hamilton. Ont L8W 2S1 
Tel (800) 671-7121 Fax (90S ) 575 7874 


Essapac Products Ltd. 

755 The Oueensway F. Suite 16 

Mississauga. Ont (4Y4CS 

Tel (905 1 275 6309 Far: 1 9051 275 0556 

ETC, Everything to Connect, Inc. 

ISO Consumers Rd.. Suite 102 
North York, Ont. M2J 1F9 
Tel (416)449-1382 Fax (416) 499-3372 
Ever Corp. (Canada) Ltd. 

342 Eglmton Ave f. 

Toronto, Ont MAP 1L8 

Tel: (4161487-4663 Fax (416)486-9718 

Evergreen Peripherals Inc. 

38S Admiral Blvd, Sum- 11 
Mississauga, Ont L5T 2M8 
Tel: (90S ) 564 7336 fax: (905) 564-7340 


Evetek Computer 

#748- 1 3986. Cambie Rd 
Richmond B C V6V2K3 
Tel: (604) 273-8008 Fax (604)273 8820 
The company manufactures personal computers and dis- 
tributes PC peripherals. 

Branch office 

Calgary Tel- (403) 250-3633 Fax: (403) 350-1360 
Exabyte Corp. 

3800 Steeles Aw l Vest, Suite 121 

Woodbridge. ont. L4L 4G9 

Tel- (416) 744-6006 Fax: (416) 740-81 19 


Excel Business Centre 

86 Sheppard Ave. West. North York. Ont M2N 1 M2 
Tel (416)275-413! Fax- (416) 225-6349 
Exide Electronics Canada Inc. 

380 Carlingwew DR.. Ont M9W 5X9 
Tel. (476: 798-0 1 1 2 Fax (416) 798 0067 
QPW 1-800-461 9166 
Faronics Technologies Inc. 

57/1-55 cowSrer 

B«(604) 540-8199 Fax. 1604 ) 540-8)79 

9b" falirSaxomet com 
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. i office' 

Alberta Ter 1403.1251 -3351 far (4031 291-33 1 9 

E-mail: fastech_ab@compucoo.com 
Focus Electronics (CANADA) Inc. 
a US - 4471 No 6 Road. Richmond, B.C V6V IP8 
rel. (6041 273-8086 Fa, (604) 273-3488 
Fujitsu Canada Inc. 

2800 Matheson BNd East. Mu nsauga. Ont law 4XS 

Gainbery Computer Products. Inc. 

1 65 SreeKase Road East. Markham. Ont. L3R 10 1 
Tel: ■ Mt39’ l624 Fan '905-415-9970 

GATES/ARROW Distributing 

«B3Wm>We Drw. Mississauga. Ont. 1ST 1M4 

GB Micro Electronics Inc. 

5575 Ch .St Frangois. St-laurent. OC H4S IW6 
Tel rfl4) 333-7373 Far 1514, 334-7707 
Toll Free: 1800 ) 36 1 -2S68 
Branch Office 

Toronto. Ont Tel 19051 672 6767 Far I90SI 672-6788 


I 1416) 498 5 100 Far (416) 499-0248 




e 1 -800-663-9272 
Impulse Computer Corporation 

2700 Argentia Road, Mississauga, Oht L5N SV4 
Tel' 1905) 858-3000 Far (9051 858-9090 
Toll Free: 800-668- ’ ’ll 
Ingram Micro Inc. (Canada) 

230 Bar mac Drive, Weston. Ont M91 223 
Tel: 19051 740-9404 Far 19051 746-6100 

Montreal OC Tel: (514) 334-9785 1 Far (514)33 4 2174 
Ottawa, Ont Tel: (6 13) 228-3386 far: (6131 228 3387 
Calgary. AB Tel (4031 285632 1 ‘ar. (4031 285-61 78 
Richmond, BC Tel (604) 276-8357 Far (604) 2764359 

InteiWorid Electronics & Computer Industries Ltd. 


IPC Personal Computers (3D Microcomputers) 

350 SMB-ase Rd W. Markham. Ont] L3R 1B3 
Tel (5W479 8822 Far: (90S) 479(7688 
Jaba Systems Inc, 

80 Si ueld Coil n Markham. Ont L3R9TS 
Tel: 477-6363 tar (905)477 6891 



Group 1 Software 

710 Donat Drive, Suite 5 18. Oakville. Ont 16K 3V7 
Tel: (90S) 844-7273 


t6 8-7982 Far: (90S) 795-3844 

tt Rand Corp. 

Mra : Bivd Mississauga. Or 15I2F 


LG Electronics Canada. Inc. 

739' Pacific Circle. Mississauga. OnrJlSr 2A4 
Tel (905) 6700650 Far- (905) 670-2379 


79S-I900 

(604)270-0)87 


mtmonil-B C Tel (604)2768271 
Hewlett-Packard Canada Ltd. 

5150 Spectrum Way, Mississauga. Ont 14W SGI 
Tel: (905) 206-4725 Far: (90S) 206-4739 
Toll-Free (800) 387-3867 
Hitachi (Canadian) Ltd. 

6740 CampobeKo Rd Mississauga, Ont LSN2L8 
Tel . (905) 826-4100 Far. 1905) 826-88 18 
Hyuen Canadian Enterprises Ltd. 

240 11181 Bridgeport Road. Richmond. BC v6x :i2 
Tel (604)279-8818 Far. (604) 278-3089 


Logic Controls Canada Ir 

'3980 Bridgeport Rd. Richmond. BC V6V 1V3 
Tet (604) 267-2360 Far (6 04) 267-2398 


8 141® 39! 0864 Far (416) 3918269 

Logitech Canada. Inc. 

5025 Orbrtor Dr , Bktg 6 Sle200. , 


Lonson Group 

*3-3 511 diking Way. Richmond B.C V6V 1W1 
Tel: (604 ) 273 4668 Fax (604) 2 7 j- 7989 

Mackie Enterprises Ltd. 

* ISO I 868 C-r- Place. Richmond. BC V6V 2H1 
||0>|Biie Far (604)270-2289 

MaGom Canada Inc. 

HfcWai RBlt. Unit 7. Markham. Ont L3R SH5 
ja BB 40)220 far (905)479-1774 
mtamarmvipohnecom 


38 9*3 

Tel (90S) 4755)00 Fa*. (90S ) 475-8955 
Branch office 

Richmond, BC Tel (604) 273-91 14 Far (604)273-9142 

Matrox Graphics Inc. 

1025 St Regis Blvd.. Donal Oue. H9P2T4 
Tel (514) 6852630 Far (514) 685-2853 

Matsushita Electric of Canada (Panasonic) 

'"'70 Ambler Dr Mississauga. Ont L4W 2T3 


<5, 238 ) 


Calgary, At 


1 Far (905)2382417 
Tel: (403) 2953112 Far. (403) 2955493 


Montreal. Oue 

Maxell Canada 

1 1 1 Staffem Dr , Concord, Ont L4K 2R2 
Tel: (90S) 6698107 Far (6698108 


McKinnon Micro Distributing 

Tel (604)279-9917 Far' 

Memory House Inc. 

* 225 - 10711 Camb-e Road. Rh 
T el (604)821-1178 Far (604) 

F-mail mhKfyskybus com 

Mentek Systems Corp. 

Tel (604) 32)8533 

Merisel Canada 

200 Ronson Drive. Erobicoke, Ont M9W 5T9 
Tel (416)240 7012 Far (416) 240-2605 


erB.C VSX3M3 


iurlmgton. Ont L7M 2T4 


Micrografx 

Tel: (90S I 332-6641 Far (90S) 3328123 
Mindflight Technology Inc. 

1995 Boundary Road, 2nd Floor. Vancouver. B C V5M 3*7 
Tel (604)294-6465 Far. I 604)294-1301 
Minitronics Office Automation 
1 10-3320 lacombs Road. Richmond. B.C 
Tel 1604 ) 278-078 3 Far (604 ) 278-0769 

MIT Computer Supplies Co. Ltd. 


SO Shields 


1-2. M 


8 Far (905) 9458749 
toll Free 1-800-796-5225 
Website http iiwwwmicioiack com 

Mitsubishi Electric Sales Canada Ini 

information Technologies Group 


Motion Works Corp. 


Tel' (90S 507-7200 Far. (90S) 507-7231 
MultiMedia Effects Inc. 

40 Wynford Drive, Suite 106. 

North York. Ont, M3C1JS 
Tel (416)444 2324 Far (416) 444-0465 
Toll-Free 1-8003673054 
Multimedia Solution: 

Lower 1401, 2nd St S W i 
Tel (403)233-9411 Far (403) 233-7757 
National Computer Products 
' 6636 - : 17th Avenue. Edmonton. AB T5M 3W2 
Tel 1 403) 454-7400 Fa* ■ (403) 4555439 
MUjwJgjK I 800 661 6959 

BKuflonf W 1905! 67547175 Far 1905)6254885 
HhOv^Kc Tel (6041253-3400 Far (6041 253-4249 
BbA'W Tel (4031 262-7270 Far (403) 455-5439 




14 <233 Far. (70S) 526-0570 
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NEC Technologies Canada 

6225 Kenway Drive. Mississauga. Onl LSI 2iS 
Tel ISOS) 795 3600 fax: 19051 795-3583 


1450 Lodestar Road. Unit I. Oowmsview, Ont M3J JO 
tel 14161 638-8060 Email nextech&nterlogcom 
NMB Precision Inc. 

370 Britannia Rd. £ . UnitHS. 
msnaauga. Ont 142 1X9 
7W (905) 890 0570 fax ( 905) 890-9279 
Branch offices 

Vancouver Tel: (604 1 990-0889 fax- (604) 990-0899 
Montreal Tel. (ST 4) 368-9903 fax (5141 368-9906 
Novell Canada Ltd. 

3 TOO Steeles Are £ Markham, Onl L3R 8T3 
Tel • (90S) 940-2670 fax (90S) 940 2688 


2735 Mathtson Blvd t 


Mississauga. Oi 
IX. (90S) 238-4. 


tft-1 1 fijhgwood Dr , Stouffnlle. Ont 14A 8 
Iffi<9(fflS-!2 3500 fax. (905)642 3545 

Oracle Corp. Canada Inc. 

WBumB atheson Boulevard VV. 

MMWft Ont LSR3R4 


Orchestra MultiSystems Canada Inc. 

4444 fastgate Parkway. Unit 4. 

Mississauga. Ont L4W4T6 

Tel 90S) 62S-7783 fax (90S) 624-3834 


Pacific Foremost Tech. Corp. (Precision) 

»!68- 1 5:>82 Carnbie Road. Richmond B C V6V2K2 
88 (6^270-4455 fax 1604) 270-4488 
Pacific Ram Distribution Corp. 

HR' 1 2830 Clarke Rlac*. Richmond B.C V6V 2H6 
W(604J 279-0753 fax 1604) 279-0748 
Pacific Royal Enterprises Ltd. 

383- 13988 Carnbie Road Richmond B C 
Tel • (604) 279-8731 fax (604) 279 8739 
Toll-free ’-300 530-8212 


Packard Bell Electronics 

W25 rnstar Dr . Mississauga, Ont LSTtWS 
Tel. 905)564-1122 fax 905)564-1148 


Pal-Tec Marketing 

1 187 Sanford St . Winnipeg Man R36 229 
Tel (204) 774-6051 fax: (204) 774-6045 
Toll-free I -800-665-3095 

Paltech Solutions 

Bar 4.417. 53 Aveue 5.1. Calgary. Alberta T2H 217 
Tel. (403) 255 5646 fax (403) 2 55-5759 

PC Craft Inc. 

75 Konrad Cm , Unit A. Markham. Ont. L3R 8TB 
Tel: 905)475-5)77 fax 905) 475-2893 
PC DOCS Group International Inc. 

85 Scarsdale Road, Suite 200, Toronto, Ont M3B 2R2 
Tel: (416) 445-4823 fax ( 4)6) 445 6228 
PC One Two Three Computer Corp. 

I TOO Begin, Suite 100. St Laurent. Our. H4R IX) 

Tel IS 1 4) 334-9340 fax. (5)4) 334-767) 

Branch office 

Quebec City. Oue Tel (41S872-3497 fax- (418)872-1968 


Peripheral Express Inc. 

3)15 1 4th Ave , Suite 7. Markham. Ont L3R OH) 

Tel (90S) 5)3-5777 fax: 905) 513-5770 
Branch offices 

Richmond, B C Tel (604)273-828) fax (604) 273-8207 
Calgary. AB Tel (403)250828) fax (403)2508325 
Markham, Ont Tel 905) 513 5777 fax: 905) 513-5 770 
St. Laurent. OC Tel (5) 4) 956- 1 234 fax (5 14) 956-1099 
Ottawa. Ont Tel: (6)3) 745-1888 
Perle Systems Ltd. 

60 Renfrew Drive, Markham, Ont. L3R0fl 
Tel 905) 475-8885 fax: 905) 4758646 
Philips Electronics Ltd. 

: c- '.'-'s 

Tel: (416) 754-6245 fax 1 416) 754-6735 


Pinnacle Micro. 


Tel (714) 789-3000 ' 


I 927)8. USA 


Tel (604) 5 82-7488 fax: 160 4) 587-7335 

Progress Marketing Inc. 

140 6755 Graybar Road. Richmond B.C. V6W (H8 
Tel (6 04) 82 ) 0066 fax- (604) B2t-0I)0 
Toll free ’8008188944 


Promar Enterprises Company Ltd. 

Tel. (604) 251-5768 fax (6 04) 25)^6588 

Protcc Microsystems 

397 Labtosse. PomteClaire, Ouebec. H9R I A3 

Tel: (514)630-5832 fax (514) 630)2987 

Provincial Products 

3035 Wharton Way, Mississauga, Onf. L4X 784 

Toll free I -BOO-267-4686 905) 629-3737 

fax I -800865-1 982. 90S) 629 )982 

Pucka Computer Corp. 

SO Don Park Rd . Unit 5.6 Makham, Onl L3R 1)3 
Tel. 90S) 940-9839 fax: 905) 9408977 
ODI Computer (Canada) 

75 Shields Court. Una 4. Markham, On) L3R 9T4 
Tel. 90S) 940-3827 fax 19051 940-9/09 
TeLMU 2788789 fax (604)278 89)8 

QMS Canada Inc. 

2S0o SM»a'< Aye Ste. 5, Mlssnsauha, Ont LAW Si 
Mg '9®®06-0848 fax 905)206-0903 

QNETIX Distribution 


1155 7... 

Hi 


'5-7643 fax (5 
7-900 8608389 K 


ite 816, Sy- 


Quest Components Inc. 

795 Warden 4vr. Scarborough, Onf.. MIL 4i 
lei: (4)6) 751-8888 fax (416) 75I\S637 


RC Electronics Canada 

90 Uhlan Court. Unn 44. Markham,! Ontario L3R 4L9 

JiOgft 1 S-8600 fax (90S) 4)5-8603 

Ready Computer International 


Sapr 


Samsung Electronics Canada In 

7037 financial Dr Mssnsauga, Ont L5N 6 R3 
Tel (905) 542-3535 fax 905) 542 3835 

Samtack Computer, Inc. 

385 Bentley Sr . Markham. Ont. L3B 9T2 
Ip’lSflS) 940 1880 fax, 90S) 940-033) 

Sanyo Canada Inc. 


Tel: -OS 4? : 


•4 fax: (416) 4238827 


ScanSource Canada Ltd. 

#700, 103 10- 176 Street NW, fdmonton, AB TSS 113 

Tel (403) 486-4953 fax (403) 484-8767 

Toll free Tel. (800) 665-SCAN fax- (800) 663-SCAN 

Scene 2 Interactive Distributors 

136 Wmges Road. Suite 8, Woodbridge, Ont. L4L 6C3 

W 1905} 856-3456 fax: 905) 851-0844 

Sceptre Technologies Inc. 


at 3531 )acombs Road. Richmond, B.C V6\ 
Tel (604) 270-6787 fax. (604) 270-4556 
Toll fret l-800877-SDMS 


x (604)2768179 


Tel (604)773 44 

Branch Office 

Mississauga ON Tel. 90S) 712-2000 fax 9051 712804) 
St. Laurent OC Tel: (5<4) 344~!044 fax (514) 344-4008 


Sharp Electronics of Canada 

335 Bntanrua Rd last. Mississauga. Ont 147 )V79 

Tel 905)890-2100 fax 9051 568-7109 

Shikatronics Inc 

Ste 204 . 30 Tasrtmeu Bkd West. 

lafkahe, Quebec 1SRSH7 

Tel: (S’ 4) 444-4200 fax (514)444 9696 

Toll-free 1-800 637-647/ 


Tel 905)882-1600 f 


■I 14031424-2987 > 


x ■ 1604) 377-1777 


Montreal. Tel (5 


fax (6 131 749 3850 


Simple Technology I 


toll-free ( 800-565-7157 


rd, Onr L4K 4 NS 
905) 738-7120 


Skyway Computer Centre Inc. 

41 Bentley St Markham, Onl L3R3U 
Tel : 905)513-9300 fax (905)513 9059 
Sola Canada 
1600 Aimco Bhrd , Una 9. 

Mississauga. Ont L4W IV) 

Tel: 90S) 2060203 fax: 905) 2068075 


SonLab Pro-Sonic Electronic Supplies Inc. 

1 10 farrier St Markham, Ont L3R 775 
Tel: 905)415-8988 fax: 905) 415-8989 
Sony of Canada Ltd. 

Computer and Personal Information Products 
405 Gordon Baker Rd , Wikmdale. Onl M2H 7S6 
Tel (416)499-1414 fax (416)497-1774 


SPEC Research Inc. 

19433 San Jose City of Industry. CAUSA 9 1 748 
lei. 9091 595- 1258 fax (9 09) 5955! 76 
Branch Office, 

Northwest Teh (510) 4408190 fax (510) 440-8191 

Spectrum Signal Processing Inc. 

8575 Baxter PI. 100 ProduOon Court 
Burnaby B C V5A4V7 

Tel. (604)471-5477 fax (604) 421-1764 
StarTech Computer Products 
1 75 Stronach Crescent. London, Ont N5V 3G5 
Tel (519)4559675 fa«. (519) 455-9475 
Internet starteeh computen&onknesyscom 
STD Systems Inc. 

86! Consortium Court. London. Ont. N6S2S8 
Tel. (519) 680-3333 fax (519) 680-2939 

Cdmovon.Ai 466-63CO fax (403)4 655355 

Richmond. BC: Tel. (6 04) 2757893 fax (604) 278-286 1 
Dartmouth. NS Te(. (902)468-3221 fax: 902) 468-1017 
Toronto. Ont. Tel 90514778388 fax 905)4770117 
Calgary, AB Tel. (403) 250-9575 fax (403) 250-9544 
Montreal. Oue. Tel: (514) 334-9340 fax (514)334-767! 
Ottawa Out re/ (6 13) 736-7282 fax- (8(3) 736-7289 
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SOURCING DIRECTORY 


Stealth Computer Corp. 

1791 Albion Rd.. Toronto, Ont M9W 557 
Tel: (4161 674-3800 Fax: (416) 674 1225 
Sun Microsystems of Canada Inc. 
100 Renfrew Or. Markham, Ont L3R 9R6 
Tel (90S) 477-6/45 Fax. 1905) 477-9423 
Sunnet Image Ltd. 

6851 Antrim Avenue, Surnaby. 8 C V5J 4M5 
Tel: (504) 437-3388 Fax: (6 04) 437-3308 


Tel (90S) 415-1166 Fax. (905) 415-1177 
Branch office. 

Richmond. 8.C Tel: (604) 776 2677 Fax (6 04) 2764)807 

Symantec Canada 

895 Don Milts Rd. 500-2 Park Centre. 

TomntaOnt M3C 1W3 

Tel- (416) 446-8495 Fax (416) 443-4318 

st Electronics 


ms 


(416) 86 


' 5980 B: ani-port Road. Richmond, B.C. V6V IV3 

Tech Data Canada Inc. 

6895 Columbus Road, 

Mississauga. Ont. L5T2G9 

Tel. 1905 I 670-8899 Fax- (905) 7952355 


Richmond, B.C.: Tel: 1-800-66 


Tektronix Canada Inc. 

785 Arrow Road. Weston. Ont M9M 7L4 
Tel (41 6) 747-5000 Fax (416) 747-9799 
Tull Free 1-800-661-5625 
WebSite: http -"vwvwtek com 


Tenex Data Corp. 

291-7151 Fax. (416)291-6416 


Texas Instruments Canada Ltd. 

Personal Productivity Products 
41 Snelley Rd.. Richmond Hill, ON L4C SG4 
Tel (905) 884-9181 Fax: (905) 884 2819 
The Source Code Escrow Company Ltd. 
Suite 708. 330 Bay Street. 

Toronto, Ont M5H 2S8 

Tel: ,416)603-2075 Fax (416)603-2075 


TKP Electronic (Canada) Ltd. 

Richmond. B.C. V6V2K2 

Tel. (6 04) 279-0320 Fax ■ (604) 279-0321 


Top Link Distribution 

Richmond. BC V6X 3H4 

Tel ’604) 279-2580 Fax. (6 04) 279-2581 

Tomauri Inc. Company Profile 

Unit 13 Richmond Hill. Ont (48 3K 1 
Tel- '905 ) 886-8122 Fax (905) 8866452 
1-800-268-4049 


Toshiba of Canada Ltd. 

191 McNabb St.. Markham, Ont. L3R 8H2 
Tel 905) 470-3478 Fax: (905) 470 3479 
Toll free. 1-800-663-0378 
Branch office 

Richmond: Tel : (604) 303-2500 

Calgary- Tel (403) 248-3883 Fax. (403) 248-3926 
Fdmtnton: Tel. (403) 455-4544 Fax: (403) 4550733 
Ottawa. Tel. (613)782 2360 Fax: (613) 782-2219 

Vetera Tel: (604) 595-71 1 1 Fax. (604) 595 -71 1 1 

Oueoec City: Tel : (418) 6262080 Fax: (418)6265044 


Trice International Co. 


Tef (S04> 6 080288' Fax 1604) 608-0286 
Trimex Marketing Inc. 

461 1 Viking Way. Suite 120. 

Richmond. B.C V6V2K9 

Tel: (604) 278-6700 Fax: <6 04) 278 8619 

Toll Free: l -800 663-8883 

Markham Ont Tel: (905 ) 474-0 1 1 1 Fax: (90S) 474- 1952 


7305 Rapistan Court. Mississauga. 

Tel. 1905) 542-8454 Fax: (90S) 542 9223 
Branch offices: 

Montreal. Oue. Tel- (514) 339 1885 Fa. 1514) 339-1882 
Vancouver, 8.C.: Tel- (604)482 8649 Rax: (604) 482-4285 
Trumpet Distributors Ltd. 

Unit 21 38-20800 Westminster llwy, 

Richmond. 8CV6V2W3 

Toll Free 1-888-881-2288 Fax (604) 279-9972 
TTX Canada Inc. 

14-1200 Aerowood Drive. 

Mississaga, Ont L4IV2S7 

Tel: (905) 238-6610 Fax: (905)238^409 

Vancouver Tel- (604) 270-3755 Fak (604) 270-3705 
Calgar, Tel 1905)250-6877 Fax. (905) 474-1952 
Winnipeg Tel (204) 633-7180 Fat (2041 633-7181 

TVM Video & Monitor Canada Inc. 

13980 Bridgeport Road. Richmond. 81C. V6V IV3 
Tel: (604 ) 276-0096 Fax: (604) 276-2669 

Ultinet Computer Corp. 

The l.:- nets -in 


TefW&S 276 9986 Fax: (6 04) 276-9983 

Urtec Datalink 

129 Telson Rd Markham. Ont. L3R 1t4 
Tel : (90S ) 4154)145 Fax: (905) 475-9840 

U.S. Robotics, MCC 
Burlington . Ont 171 6C7 

Vastek Remarketing Inc. 

mSmoSlHiH, Ont. LAB 1L5 
T%m/jW882-a090 Fax (905)882-6367 

ViewSonic Canada 

32WSmumers Road. 

NoJBBbrk, Ont. M2J5B6 

Tel. 74161 491-7088 Fax: (416) 491 4314 

VTech Computer Systems Inc. 

480 Hood Road. Unit i. Morham. Ont L3R 973 
Tel: (905) 477-2818 Fax (905) 940,7818 
Branch offices: 

Richmond Tel (604) 2760588 Fax. (604) 276-2059 
Calgar y Tel (403) 652-5227 Fat- 1403) 652-5228 

el. (204)284-2818 Fa* (204) 284 28 
■ —4)333-2818 Fax 1514)333-14 
8) 681-2818 Fat (41 8) 681-43 
12)468-1088 Fat 1902) 468 6522 


Waterloo Maple Inc. 

zSOPhUpSt. fyaterioo, Ont. N2L 512 
tef: <519 747-2373 , Fax: ( 519) 747-'. 

Waveform Technologies Inc. 

Unit #4, 7218 Progress Way, Delta. 8 
Tel: (604) 94&WAVF 19283/ Fax. (61 
Toll Free 1-800-664- WAVE (9283) \ 

Web Xpress 

4490 Chessv/ood Dr , Unit 3. North Tc 
Tel (416)638-8028 Fax. (416) 638r' 
http: '(www. webxpres.com 

Wes-Micro Electronics Inc. 

1 3988 Cambie Road. Suite 37~ 




ix (604) 279-1867 

Branch office 

Richmond Hill. Tel. (90S) 886-0390 Fax: 1905) 8862650 

Westcon Canada Systems Inc. 

Tel (514) 344-5151 Fax. (514) 344-0855 

Western Carbon 8i Ribbon (1993) Inc. 

1445 Powell Street. Vancouver, B C |V5L 1GS 
Tel- (604)251-31'5 Fax: (604) 25 I, 1277 


Western Digital Canada Corp. 

50 Bumhamthorpe Rd. W, Ste 710, 

Mississauga. On. L5B 3C2 

Tel (905) 566-4702 Fax (905) 566-4717 

Western Pro Imaging Labs 

1325 Boundary Rd . Vancouver. BCV5K419 
Tel 1604) 299 1439 Fax. (604) 299-9517 

Wizbot Inc. 

TeU90$M7-M96 U, Fax’: (90S 847- 6170 ^ 6M 
Cmail. vazbot905-847-6696ookup.net 


White Knight Distributing 

105 3760 Jacomos Rd, Richmond. B.C. VbV IY6 
Tel 1604) 279-9908 Fax. (604) 279-9902 
Toll-Free 1-800-668-6188 

Richmond HBLOnt. Tel: (905) 886-3862 Fax- (905) 886-3090 
Tod Free: 1-8008525039 

Calgary. AB Tel: 1 403 1 291-1688 Fax. (403) 291-0889 
Toll Free I-800-668-33S1 

Halifax: Tel. 1902) 468-9898 Fax (902) 468-5988 

Wollongong Group Canada 

the 220 Frobisher Dr. Suite 200. Waterloo, Ont N2V2C7 

Tel: (519) 747-9900 Fax (519) 747-9902 

http. "www.twg.on.ca 

Wong's Industrial Toronto Ltd. 

145 Royal Crest Cl.. Suite 39, Markham, Ont. L4C 9S5 
Tel (905) 513-1980 Fax. (905) 513-1982 


Wyse Technology 


Tel (905) 886-9973 Fax (905) 886-0415 


Xylan Canada 
2 Robert Speck Parkway. Ste 75 
VBpatSft Ont L42 1H8 
W <905)507 2600 Fax: (9t 


X-CEL 4lnc. 

6765 Core de UessdSute 2 1 3. 


X-CEL Computer Hardware & Software 

5 315 TomRen Pd.. Unit 10 Mississauga. Ont L4W 1P5 
ref; (S05) 238-3588 Fax: (905) 238-3349 
YHC Cassette Industrial Ltd. 

75s8RSpuiy 5a„ Scarborough, Ont MIV3K1 
Tel (416)321 1179 Fax (416) 321-8451 
Zenith Data Systems Canada Ltd. 

MarPPrT Ont. L3R0B8 

Toll Free. 1-800-749-0813 Fax (41 6) 756-2117 

Zentronics 

SbOOReaton Crescent. Mississauga, Ont L5R 355 
Tel MS) 803-1105 Fax. (905) 803-1123 

Zercom Technologies Inc. 

rekti’4) 956-9 337 Fax' (514) 956-6329 
Ar&Mmvw zercom. net 

Zida Technologies Canada Ltd. 

60 Amber St, Unit 9. Markham. Ont. L3R 229 

Zorin Systems Corp. 

2740 3 Matheson Blvd . Mississauga. Ont L4W 4X3 
Tel (9051625-4100 Fax (90S) 625-2166 


4970 f La Palma Ave. Anaheim. CA 92807, USA 
Tel. (7141 693-0808 
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I was recently asked to talk on the subject of 
buying a computer. That led me to take a bit 
of a walkabout, in Canada and California — 

categories of resellers. 

So. I went to small, service-oriented 
retailers, larger superstore-type chains, clone 
assemblers and even scoured the Internet to 
see what the latest trends in mail-order sales 
might be. Although in the past I have engaged 
in similar research by posing as a customer 
interested in a full computer system. 1 did not 
do so this time. I identified myself as a jour- 
nalist and told the people I spoke to exactly 
what kind of information I was seeking, and 
what it would be used for. in the hope that the 
salesperson and I could bypass the usual 
games that are played during the sales 
process. Indeed, the individuals I spoke with 
were very helpful. Here are descriptions of 
the resellers I visited and some excerpts from 
the conversations. 

The Long-Time Retailer 
This vendor has been in existence since the 
dawn of the personal computer age. Originally 
targeting the customer that, in the late 1980s. 
might have otherwise purchased a Radio 
Shack TRS-80 or Apple II series computer, 
the company made its first wave of sales with 
the PET (Personal Electronic Transactor) 
Systems by now-defunct Commodore 
Business Machines. The retailer moved 
through the many phases of the market, pri- 
marily focusing on the business- and educa- 
tion-oriented customer. This strategy saw its 
business boom with the huge market success- 
es of the Commodore 64 and 128. and enjoy a 
few glory years with the Amiga, as the emerg- 
ing categories of desktop video and animation 
graphics proved to be the Amiga's fond. 

When the Amiga began to lose ground to 
the increasingly potent PCs and Macs of the 
early 1990s. the company moved strongly 
into the IBM-compatible arena and now 
focuses primarily on service and networking. 

According to a spokesperson for one 
such company, networking now accounts for 
approximately 50 per cent of the company's 
business, and the service orientation means 
that there are four people behind the wall for 
every two out on the floor. Education 
accounts, which the company admits arc 
notoriously "long sells." continue to repre- 
sent a significant revenue source as well. 


Not surprisingly, the 
aspect of the business is not a major l 
maker. In fact, one owner tells mche is con- 
sidering giving up the storefront aspect alto- 
gether and focusing on the corporate accounts 
that represent the bulk of his revenue. Thus, 
the business model of this type of reseller is 
not too dissimilar to that of the value added 
reseller. 

The lesson here is that, for small retail- 
ers (and VARs) to remain competitive, ser- 
vice must drive sales. 

The Clone Retailer 

The next category I visited was the clone 
retailer — the big-time box pusher. I traveled 
to what might be considered the centre of the 
computer retailing universe: a very well- 
known computer retailer in San Jose. Calif, 
and examined its operation, and compared it 
with a number of the offerings of a few well- 
known Canadian box-builders. 

The Californian operation was. without 
a doubt, the biggest clone operation I have 
seen. I was mildly surprised to see that the 
illegal activity of unbundling software (tak- 
ing software that is sold by the OEM for 
inclusion with a specific piece of hardware 
and selling it separately) was being practiced 
in full force. Not to name names, but I sec this 
dubious activity going on at many Canadian 
eloners. as well. ( I was also slightly surprised 
to see what a huge array of "adult-oriented" 
CD-ROMs this retailer had.) 

Graphics tablets, remoyable-media stor- 
age systems such as Zip. Jaz and PD drives, 
and scanners were all particularly 
abundant at the retailers I vis- 
ited. And games hardware 
and software products 
were everywhere, as lix 

they should be at this 

The Superstore — _ 

This category of ■ ® 

retailer focuses on 
name brands, doesn't 
do much service 
beyond the installation 
of extra RAM. and is 

extended warranty. 

According to the people 
spoke to. more than 50 per 



it of systems (averaging about $5,000) go 
a printer — usually of the 
ink-jet variety. The average user, one sales- 
person told me. falls into one of two cate- 

First come the parents with the know-it- 
all kid who picks the sy stem while the mom 
or dad signs the cheque - within an hour or 
so. they're out of there. (According to the 
people I spoke to. the average sy stem goes 
out with one major piece of software — usu- 
ally a productivity software package such as 

The second category is the price-sensi- 
tive shopper who has a computer paper or 
shopping list in hand, and is destined to come 
back more than once before the deal is closed. 
1 wrote about the psychology of this type of 
shopper in a previous column: I won't repeat 

In California. I couldn't help but won- 
der: "where are all the notebooks?" I saw the 
big-name portables, like IBM. Compaq. 
Toshiba. Digital. AST and Hewlett-Packard, 
but I saw far fewer of the seemingly ubiqui- 
tous Taiwanese "clone" notebooks than 1 typ- 
ically sec at Canadian retailers. 

And Apple computers of any shape and 
size were few and far between — a surprising 
contrast to the last time I was in Silicon 
Valley, when Apples were seemingly every- 
where. I did note, however, that Macintosh 
clones are popping up all over Silicon Valley 
— a phenomenon that has apparently not 
reached Canada in force yet. (One 
Californian retailer complained he stopped 
selling Mac clones when the manufacturer 
started selling direct at discounted prices). 
Mail-Order 

The last category I explored was the mail- 
order vendor. Clearly, the Internet is 
emerging as an important marketing tool 
for this class of organization, although 
touting "Editors' Choice" awards by 
^ . major magazines continues to be the 

primary marketing focus. 

More on Internet marketing next 


Graeme Bennett is the managing editor 
of The Computer Paper, and is a former 
computer reseller. Based in Vancouver, he 
can be reached at graeme@tcp.ca. 
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3 WAYS TO REGISTER 

AND GET MORE INFORMATION 
1. COMDEX Online. 


COMDEX Bri 
A9I Together V 


D COMDEX 

PacRim '97 

It's all here — everything you need to stay on top of the latest computer and communications tech- 
nologies! From the world's #1 educational conference to empowering tutorials...from technology 
solutions to IT's hottest new products...from keynotes by three industry leaders to a PowerPanel... 
and much more! COMDEX/PacRim '97 is designed to give you an in-depth understanding of key 
issues, tactic, and strategies, plus the knowledge to choose the products that will provide the most 
effective payback for your technology investment. 




na 



3. Fax. 



THE COMDEX/PACRIM 
EXHIBIT FLOOR 

• See over 250 exhibiting companies! 

Apple, Borland, Canon, Hewlett-Packard, 
Intel, Microsoft, Novell, and more! 

• Access thousands of products — 

Preview everything, from Windows NT to 
Pentium Processors, Netscape Navigator 
to OS/2, Microsoft Explorer to Java... 
and more! 

■ The world's #1 dedicated technology areas 

featuring COMDEX Internet, COMDEX 
Communications and Network Computing, 
COMDEX Multimedia, and the Microsoft 
Partner Pavilion. See "live" demonstra- 
tions in action! 


THE COMDEX/PACRIM 
TECHNOLOGY CONFERENCE 

■ A world-class educational forum of seven 
tracks and over 30 sessions — providing 
the ideas, strategies, and educational 
support you need to maximize today's 
new technologies! 

■ Pre-show, in-depth Technical Tutorials 

focusing on the tools, tips, and techniques 
that will enhance your technical knowl- 
edge and business skills! 

• PowerPanel — Issue-filled discussion 
and debate on Changing Technologies, 
Changing Lifestyles: 1975-2025! 

• Keynote Addresses by lleneH. Lang, 

Vice President, Digital Equipment 
Corporation; Jeff Dossett, General 
Manager, Microsoft Canada Inc.; 
and Diane E. McGarry, Chairman, 
President and Chief Executive Officer, 
Xerox Canada Inc. 


January 21-23, 1997 • Vancouver Trade & Convention Centre • Vancouver, British Columbia 

Product names may be trademarks or registered trademarks of their respective companies. W1996 SOFTBANK COMDEX Inc • 300 First Avenue, Needham, MA 02194-2722 USA PR3578 9/96 





Canadian Computer Wholesaler Announces 

CCW TEST LAB ! the only Canadian test facility 

that generates monthly reports about computer equipment for the 
Canadian marketplace. If you want your product independently 
reviewed and the results delivered to resellers across Canada, 
you have one, and only one, choice - CCW TEST LAB. 


High Performance Computers 


Eastern Office: 416-535-8404 
Western Office: 604-608-2688 





PEOPLE 


Sidus Systems appoints new CFO 

Sidus Systems Inc. has appointed Reg Tiessen as its new chief finan- 

He will lead all financial functions from the company vendor's 
head office in Richmond Hill. Ont. 

Tiessen brings more than 15 years of financial management expe- 

For the past four years. Tiessen was director of finance for Tee- 
Comm Electronics, a satellite services industry company. 

Tiessen received a Bachelor of Mathematics at the University of 
Waterloo in 1981 and received his Chartered Accountancy designation 
from the Canadian Institute of Chartered Accountants in 1982. 


Lotus Development Corp. names president 

Lotus Development Corp. has announced Jeff Papows has been named 
company president. 

Since October 1 995. Papows has been chief operating officer at Lotus, 
sharing the office of president with Michael Zisman, who was CEO, 
Zisman issued a memo to employees saying personal obligations 
would require him to change his role at the company, and assume a 
new role as executive vice-president for strategy. In his new job. 
Zisman will advise Papows on strategy, and will consult with cus- 
tomers and represent Lotus externally. 


Seymour Cray dead at 71 

(NB) — Computer pioneer Seymour Cray, con- 
sidered by many to be the father of supercom- 

■ E3nB| puling, has died as a result of injuries received 

■ in a traffic accident. 

Cray founded Minnesota-based Cray 
243 Reseai.ii in 1972. company that is .till . of 

the top supercomputer makers in the world. 
When the company decided his plan to use gallium arsenide proces- 
sors instead of the more conventional silicon wafers was too risky, he 
left Cray Research to form Cray Computer Corp. Cray Research 
invested nearly S99 million in Cray's dream. Later. Cray Research 
sold its stake in Cray Computer. 


The new Colorado Springs company ran into difficulties when it 
could not meet production milestones and lost its only customer, the 
National Center for Atmospheric Research in Boulder. Co. 


Cray Computer eventually ran out of money before Seymour 
Cray could bring his dream to the world, and the company declared 
bankruptcy in March. 1995. 


The company's assets were disposed of in late 1995. But Cray had 
already moved on to his next dream. He formed SRC Computer earlier this 
year, but as usual reluctant to give interviews, had revealed I ittle of his vision 
for SRC. He did say recently that the company might build computers. 

Reporters often described Cray as shy and reclusive, but people 
close to him saw another man. In an interview following Cray's accident 
Cray Research president and CEO Bob Ewald spoke of his friend. "He 
had a great sense of humor and a tremendous sparkle in his eyes. He had 
a tremendous wit. and was a very tunny person in small groups." 

Seymour Cray was bom in Wisconsin on Sept. 28. 1925. He 
received a master's degree in applied mathematics from the University 
of Minnesota in 1951. He helped found Control Data Corp. in 1957 and 
remained there until 1972 when he left CDC to found Cray Research. 

Cray introduced the Cray 1 . a computer 1 0 times as fast as anything 
then available, in 1976. He is survived by his wife, son and daughter, sis- 
ter and five grandchiildren. He served in the army during World War II. 


Both Zisman and Papows will continue to report to John M. 
Thompson, senior vice-president and group executive for IBM's 
Software Group. 

Bay Networks' Ludwick steps down as CEO 

(NB) — The CEO of Bay Networks Inc. has resigned, as the company 
posted a 91 per cent drop in quarterly earnings. 

The Santa Clara. Calif., internetworking supplier earned USS5.6 
million, or 3 cents per share, in the first fiscal quarter, on sales of 
USS522 million. In the year-ago quarter, income was USS63 million, or 
32 cents per share, on sales of US$457 million. The figures for this quar- 
ter include a US$42.6 million charge for the acquisition of LANCity 
Corp. in September. Without the acquisition charges. Bay Networks 
would have earned USS48 million, or 25 cents per share for the quarter. 
But that figure is still about 5 cents below what analysts had predicted. 

The company did not list a specific reason for the resignation of 
CEO and president Andrew Ludwick. who is one of the largest person- 
al shareholders at Bay and who will remain on the board of directors. 
He will be replaced temporarily by chairman Paul Severino while a 
search is conducted. 

Ludwick was named CEO in 1994. when the company was 
formed by the merger of WellFleet Communications Inc. and 
SynOptics Communications Inc. 

In a statement. Ludwick said Bay had reached a "key phase of our 
integration as a merged company.... The board has agreed with my rec- 
ommendation that now is the appropriate point in Bay Networks' 
progress to make this change and prepare the way for our future." Ha22 


HOT HOT HARDWARE SPECIALS 


CPU’s 

PENTIUM 500/600 CALL 

PENTIUM 800/900 CALL 

MEMORY 

4/8/ 16MB SIMM RAN CALL 

SOFTWARE 

WINDOWS NT96 CALL 

BILL'S PICTURE FREE 

SELFWARE . . . TAKE A BREAK 

PUERTO VALLARTA . . . 

Casa Grande Vallarta 

|7 nights from Si 039 

HAWAII CALL 

NEW FUI CALL 

DISNEYWORLD CALL 


You have to go!!! 

Call US today from ANYWHERE IN CANADA 

UME\LQBE 

Travel 

UNIGLOBE Network Travel 
1 - 800 - 663-3441 

Fax: (604) 482-8099 
Email: uniglobe@iceonline.com 
URL: http://www.iceonline.com/uniglobe 


"iio.vAyivtovm49.com November 1996 WHOLESALER 61 


Collected Numbers 


IBM And Packard Bell Show High PC-Attached Sales 


According to a study from Computer 
Intelligence, IBM and Packard Bell are the 
PC manufacturers most likely to sell a brand- 
ed monitor along with a branded PC in the 
channels. 

Cl's results also show that 14-inch mon- 
itors made up the largest part of Packard Bell 
monitors purchased with Packard Bell PCs. 
"reflecting the price-consciousness and inex- 
perience of the typical Packard Bell 
buyer,"said the study. Packard Bell’s typical 
average monitor selling price was USS258, 


compared with Compaq at USS465, IBM at 
USS528 (almost half of IBM's monitors are 
17-inch; the remainder are 15-inch) and NEC 
at USS626. 

Interestingly, while the firm says 
Compaq is the channel leader in overall mon- 
itor sales, the study shows it sells from mon- 
itors attached to its PCs than IBM or Packard 
Bell. 

That same study also shows that, by cat- 
egory, monitors and memory upgrades are the 
most popular channel purchase. 



The findings x„jM| . - 
came from a quarterly 
study that tracks U.S. sales channel perfor- 
mance and trends for the major types of after- 
market PC-related products purchased by 
corporate and consumer buyers. 


Voice your Opinion! 

Reader Poll 

With tight budgets, every penny has to count. Yet 
staying on top of the fast-changing technology is 
a challenge at the best of times. Meanwhile, ven- 
dors are selling a range of training and certifica- 
tion programs, encouraging resellers to send their 
staff for outside training. 

Which most accurately reflect your view and 
practice at your place of business? (Choose one.) 

Q Vendor-sponsored training and certification 
is very important, and we're willing to pay 
for that. 

□ We take time internally to train our staff. 

Q Self-training is the responsibility of each 
individual employee. 

Last issue we asked: 

By the year 2000. do you expect to see 
videoconferencing as a significant selling 
opportunity to business customers? 

Respondents said: 

To business customers: 

• Yes (80 per cent); No (20 per cent) 

To home customers: 

• Yes (80 per cent); No (20 per cent) 

Send your response by fax 

604 - 608-2686 

or log in to our Web site 

http: //www. ccwmag. com 
Email to ccw@tcp.ca 


PC Retail Sales Will Remain Strong, Says Report 


(NB) — As overall PC sales begin to 
moderate, research from ARS Corp. is pre- 
dicting increased market share for the retail 
channels. The report predicts overall PC 
sales, as opposed to shipments, are expected 
to increase by 11.7 per cent in 1997. while 
the retail channel is forecast to experience a 
17 per cent sales growth. 

The report is the result of analysis and 
research done by Egil Juliussen. publisher 
and author of the Computer Industry 
Almanac. 

The report covers sales for the entire 
PC industry, but highlights the growth in the 
retail market. In 1997, the retail channel will 
account for 40.5 per cent of the 24.7 million 
units sold in the U.S. market, the study said. 


The report predicts that the composite 
retail category of computer superstores, con- 
sumer electronics superstores, and office 
products superstores, will outpace all other 
channel categories with over 20 per cent 
gains in unit sales during 1997. 

ARS's survey estimates that computer 
superstores will see an estimated 20.3 percent 
growth in sales. Office product superstores 
should see a 21.7 per cent increase, while 
consumer electronics superstores will have an 
estimated 21.5 per cent increase. Other mass 
merchants will see estimated growth of 13.2 
per cent; warehouse clubs should chime in 
with a 1 2.8 per cent gain, and consumer elec- 
tronic stores will be expected to increase 5.6 
per cent, the study said. MVI 


Home PC Penetration Is 
Aproaching 40% Overall 



Annual Household Income 
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Only SyncMaster could make 
such a statement! 

Now you don’i have to take our word lor it. SyncMaster has been internationally recognized by some of the world's leading 
computer publications. With features such as Plug'n Play. Real Colour Control and Invar Shadow Mask, the SyncMaster line earns top n 
And with years of eaperience building monitors lor some ol the best names In the business, Samsung has earned 
a reputation lor quality and reliability. Get the complete story from your Samsung reseller today. 





INGRAM 

CJB 53 

1-800-668-3450 
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GLOBELLE MERISEL 

1-800-456-1616 1-800-637-4735 t -800-668-5588 
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Proud Family Announces 
the Arrival of Two New Members 






Learn and Compare 

““Hr— 

Sceptre now offers three 
WINplaj" monitor lines: 

©MBS 

1. Business Series /Award-winning plug 


2. Custom Series'Same high perfor 

a ^ Y 

3. Multimedia Series' Built-in speak- 
ers microphone, earphone jack. 
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Cull Tech Data or Skyswv for more 


Call Your Distributor Today 

Tech Data 

800 - 668-5588 



905 - 513-9300 




